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NALU Out To Raise 
$505,000 To Equip, 
Remodel Building 


Debt-Free Headquarters 
By Time Of Dedication 
Is Aim Of Campaign 





WASHINGTON—Reactivation of a 
fund-raising campaign to assure de- 
dication of a debt- 
free headquarters 
building and the 
appointment of Eb- 
er M. Spence 
of Indianapolis, as 
campaign director 
was approved by 
the NALU board of 
trustees at a spe- 
cial meeting here. 

The countrywide 
campaign will be 
based on NALU’s 
more than 800 state 
and local associations and will have a 
goal of $505,000—$400,000 to cover cost 
of making extensive changes in the 
building at 20th & F Streets, N.W. in 
Washington, D.C., .recently purchased 
by NALU, and $105,000 to purchase 
necessary furnishings and equipment. 

Mr. Spence, retired vice-president 
and director of agencies of American 
United Life and a long-time NALU 

(CONTINUED ON PAGE 23) 


Senate Approves 
Finance Committee 
Tax Bill Version 


WASHINGTON—The Senate Tues- 
day approved by voice vote the life 
company income tax bill passed by the 
House and amended by the Senate Fi- 
nance committee. 

Several minor technical amend- 
ments approved by the finance com- 
mittee were incorporated, including 
deferment of the filing date for reports 
on 1958 income to Sept. 15 of this 
year. Otherwise the bill passed in the 
form described in the May 2 issue of 
THE NATIONAL UNDERWRITER. 

The measure now goes to a Senate- 
House conference committee, after 
which both houses will vote again on 
the final version. It is not anticipated 
that the house will seek any major 


alterations in the Senate-passed ver- 
sion. 


Eber M. Spence 





$500 Million Revenue 


The bill as passed by the Senate 
would produce an estimated $500 mil- 
lion revenue on 1958 business, as 
against about $558 for the House- 
passed version. The $500 million re- 
Presents an increase of about $180 
million over the taxes payable had the 
stop-gap legislation of recent years 
been applied to 1958 and is about the 
same as what would have been pro- 
duced by the 1942 law, which would 

(CONTINUED ON PAGE 23) 








Most MDRT Survey Repliers Favor 


Broader Public Relations Program 


More than half of the members of 
the 1958 Million Dollar Round Table 
completed. questionnaires in a survey 
designed to let the executive commit- 
tee know what the membership wants 
in the way of public relations activi- 
ties, use of MDRT insignia, eligibility 
for membership, and future annual 
meetings and their programs. 

MDRT Chairman Adon N. Smith II, 
Northwestern Mutual Life, Charlotte, 
N.C., said a majority of the members 
who replied to the Round Table’s 
questionnaire would like to see the 
MDRT do the following: 

1. Expand its public relations pro- 
gram, even if it meant increased dues. 
(Fifty-five percent answered “yes” 
but 85% favored the general idea of 
an expanded public relations program.) 

2. Conduct research on character- 
istics that appear significant in the 





Supreme CourtTo 
Review Travelers 
Health Assn. Case 


WASHINGTON—The Supreme Court 
has consented to review the eighth cir- 
cuit court of appeals decision dismissing 
a Federal Trade Commission cease and 
desist order against Travelers Health 
Association of Omaha in connection 
with its direct mail advertising. 

The federal circuit court held that 
under the McCarran act to rule out FTC 
Nebraska’s insurance law was sufficient 
jurisdiction. The FTC position was that 
the laws of the state of domicile were 
not sufficient protection to policyhold- 
ers in the other states. The organization 
is licensed only in Nebraska and Vir- 
ginia. 

Mention By FTC Chairman 


Chairman John W. Gwynne of the 
FTC, in his testimony before the Senate 
anti-monopoly subcommittee investiga- 
tion of insurance being conducted by 
Sen. O’Mahoney, referred to the Travel- 
ers Health case, which at that time had 
not been accepted for review by the 
Supreme Court. He expressed the belief 
that a determination on the need of 
legislation should await the outcome 
of the Supreme Court decision. 

Mr. Gwynne said he did not believe 
the people of Iowa, where Travelers 
Health is not licensed, should have to 
look to Nebraska for protection from 
false and misleading advertising any 
more than people in Nebraska would 
look to the Iowa commissioner for 
similar protection. 


Cites A&S Improvements 


Calling attention to the trade prac- 
tice rules promulgated by FTC, Mr. 
Gwynne said today 33 state insurance 
departments have adopted these rules 
as guides in regulating insurance ad- 
vertising. A comparison of A&S adver- 
tising used in 1953 and 1954 with cur- 
rent advertising of such coverage re- 
veals a marked improvement; and he 
credited this to FTC activity in 1954 and 
1955 plus state enforcement in 1958 
of their laws and rules of advertising. 


makeup of the Round Table member. 
(69% ) 

3. Uncover new or _ expandable 
markets for life insurance. (91%) 

4. Sponsor scholarships for the Pur- 
due and Southern Methodist Univer- 
sity life insurance courses. (63% ) 

5. Provide speakers and lecturers 
on life insurance for colleges and 
universities. (92%) 

6. Develop case studies on life in- 
surance sales problems for classroom 
use in colleges and universities. (88%) 

7. Hire a full-time publicity man. 
(76%) 

8. Invite selected guests from as- 
sociated fields to MDRT annual meet- 
ings. (79%) 

9. Permit use of MDRT insignia 
and authorized wording on celluloid or 
other types of calender business cards, 
(63%); on tax letters, news letters or 
other types of calendar business cards, 
(63%); on tax letters, news letters and 
other similar mailings, (75%); and on 
business proposals, (74%); but not on 
such advertising media as billboards, 
pencils, match-boxes, blotters and pol- 
icy jackets. (73% against) 

10. Permit life companies and gen- 
(CONTINUED ON PAGE 22) 


N. Y. Life Moves To 
Bring Newton Case 
Agents Into Suit 


SACRAMENTO—New York Life has 
filed a third-party complaint against 
its two agents whose activities are the 
basis of the suit brought earlier this 
year by Albert H. and Genevieve New- 
ton of Yreka, Cal. The Newtons sued 
New York Life, Dominion Life of Can- 
ada and Manufacturers Life of Canada 
for losses allegedly incurred through 
following advice of the two agents 
in connection with investments and the 
purchase of life insurance on the bank- 
loan plan. 

New York Life’s third-party com- 
plaint against the agents, Lloyd Stead- 
man and Wayne W. Wentner, states 
that the company “did not participate 

(CONTINUED ON PAGE 22) 





Josephs Retires; 
Myers Chairman As 
Well As President 


N. Y. Life Also Gives Added 
Duties To Dudley Dowell 


And Richard K. Paynter 
NEW YORK—Following the retire- 
ment of Chairman Devereux C. Jo- 





Clarence J. Myers 


Devereux Josephs 


sephs in accordance with the compa- 
ny’s retirement program, New York 
Life this week elected President Clar- 
ence J. Myers chairman and president. 
Mr. Josephs will continue as a director. 

Executive Vice-presidents Dudley 
Dowell and Richard K. Paynter Jr. 
were elected chairmen of the execu- 
tive and finance committees respec- 
tively, in addition to their present 
positions. 

Mr. Myers’ background was an un- 
usual one for a life company president. 
When he joined the company in 1943 
as secretary he had been an executive 
of a nationwide firm in the field of 
public relations and fund-raising. In 
this role he counselled universities, 
colleges, preparatory schools, hospitals, 
charitable institutions, churches, mu- 
seums and civic associations. 

At New York Life, Mr. Myers was 
promoted to vice-president in 1946, 
executive vice-president in 1948 and 
president in 1954. 

Mr. Dowell, who has been executive 
vice-president since 1954 and _ in 
charge of the agency force since 1945, 

(CONTINUED ON PAGE 21) 








Robert B. Lancaster (center right), Life of Virginia, the new chairman of 
Southern Round Table of Life Insurance Advertisers Assn., receives gavel from 
the retiring chairman, Clarence E. Bishop, Protective Life of Alabama, at the 
annual meeting in Atlanta. At left is Wilbur L. Page, Great American Reserve, 
who was elected secretary, and at the right Clay Alexander, Lamar Life, the new 
vice-chairman. 
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HieNATIONAL UNDERWRITER 


Partisan Flavor Spices Convention As 
Illinois Agents Elect Gerhard Krueger 


By RICHARD G. EBEL 


Gerhard C. Krueger, Equitable Life 
of Iowa, Chicago, was advanced to 
president of Illinois Assn. of Life 
Underwriters after a turbulent elec- 
tion at Springfield that was a depart- 
ure from the routine acceptance of the 
nominating committee’s choices that 
has been the format for most of the 
previous annual meetings. The lan- 
guage was dignified, but the under- 
current which pervaded pre-meeting 
conclaves erupted during the election. 

The excitement was prompted by a 
revolt of downstaters who ran their 
own slate against the regular one head- 
ed by Mr. Krueger. This sparked some 
zestful electioneering, the likes of 
which is seldom seen outside the 
spectacular quadrennials the Republi- 
cans and Democrats put on. Accusa- 
tions that sinister forces were attempt- 
ing to divest the Chicago association 
of its representation were heard. The 
Chicago association, which comprises 
over half the state association mem- 
bership, has lost some of its repre- 
sentation on the board in past years. 
Then there was the nominating com- 
mittee candidate who bolted his own 
ticket and threw his support to the 
rebel slate. 

To succeed outgoing President Or- 
ville M. Thies, Metropolitan Life, Al- 
ton, delegates elected Mr. Krueger, 
whose leadership as president of the 
Chicago association is greatly respon- 

(CONTINUED ON PAGE 21) 
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A 2% ton bronze bas-relief, a sym- 
bol of the “average Canadian family,” 
by Vancouver designer and sculptor 
Lionel Thomas was mounted over the 
front entrance of the new head office 
building of Great-West Life last week. 

The multi-colored work, depicting a 
family group of father, mother, teen- 
ager, and three young children, meas- 
ures 10 by 16 feet, and has been placed 
30 feet above the main entrance to the 
five-story building which the company 
moved into May 19. 

Mr. Thomas is pictured in front of 
his 16-fcot bas-relief just before it was 
mounted. 








Ideas Abound 
At Springfield 
Sales Congress 


Suggestions for estate planning and 
programing and other selling hints 
were given at the sales congress spon- 
sored by Springfield Assn. of Life 
Underwriters in conjunction with the 
annual meeting of the Illinois associa- 
tion. 

Effective uses of life insurance in 
estate planning were discussed by 
William D. Davidson, Equitable Soci- 
ety, Chicago. He demonstrated how to 
get the client’s income out of the high 
tax bracket while assuring a lifetime 
income for the wife and children. 

Prospecting methods were reviewed 
by Robert C. Donley, Insurance Sales- 
man. One technique he described was 
the century list containing a hundred 
names of people whom the agent be- 
lieves will buy $50,000 of life insur- 
ance from him at some time, or will 
give him referrals. “The 100 names, 
once you get them, will be your bread 
and butter and strawberry jam as long 
as you are in the business,” he said. 


Detach Part Of Mind 

The canned sales talk is perfectly all 
right if it permits flexibility, O. Alfred 
Granum, Northwestern Mutual Life, 
said. The agent must be able to 
detach part of his mind from his talk 
in order to view the prospect so as to 
determine what adjustments must be 
made in the particular situation. 

Mr. Granum described what he 
called step-ahead or generation-ahead 
prospecting which should take place 
during the fact finding interview with 
a prospect. In the course of conversa- 
tion, the agent should be eliciting the 
names of others who are in need of 
insurance. 

There is no such thing as post-sales 
service, he said. It should be pre-sales 
service. “You only sell a man once. 
After that he buys from you.” If the 
agent carefully prepares his pre-sales 
service, he has the right to expect his 
client to give him all of his business 
and to help the agent get business from 
other prospects. 

Joseph E. Burger, public relations 
director of H. V. Nootbaar & Co., Pas- 
adena, concluded the sales congress 
by explaining how agents can sell their 
quality product and services without 
cutting the price. 


Misunderstanding 


It has been called to the attention of 
our editors that there has been a mis- 
understanding regarding the word “se- 
duction” in the headline of an article 
on page 5 of the May 2, 1959, issue. 
This headline reads as follows: “Seduc- 
tion of $2 Stock Has Resulted in Many 
New Insurer Births.” 

The word “seduction” was used by 
us in its meaning of “attraction” as 
defined in Webster’s New International 
Dictionary of the English Language 
which gives an example of such use 
the phrase “the seduction of art.” If 
in retrospect, this was an unfortunate 
choice of words, THE NATIONAL UNDER- 
WRITER is extremely sorry for any mis- 
understanding of the headline and the 
purpose of the article. 

The sole purpose of the article was 


to show the effect on the over-the- 
counter securities market of the large 
number of new insurance companies, 
mainly life, which have been formed 
since World War II. 

This article incorporated a list of 
over one hundred insurers whose de- 
velopment has taken place principally 
in the post-war era. Listed were those 
companies whose stock has reached 
the stage at least of being mentioned 
in the National Daily Quotation Serv- 
ice, which goes to securities traders. 

There was mention of one style of 
financing new companies which has 
been highly popularized since the war. 
This is the sale of stock at a low unit 
price per share. The fact was noted 
that the first company to set this style 
was not only highly successful in its 
financing, but has become a winner in 
its insurance operations, this being 
All American Life & Casualty of Illi- 
nois. However, the article did not refer 
exclusively to companies which had 
been financed in this pattern, nor does 
the list contain only life insurance 
companies. There are several fire and 
casualty newcomers named. 


Now Penetrating Secondary Markets 


Several of those listed are companies 
whose original capital was underwrit- 
ten on the basis of a higher price per 
share. In other words, the list is pri- 
marily one of post-war newcomers 
whose stock is now penetrating the 
secondary securities market in some 
degree. There was no intention to cast 
aspersion on the newcomers or to 
criticize any particular style of under- 
writing by new insurance stock issues. 
The author, Levering Cartwright of 
the Chicago investment firm of Cart- 
wright, Valleau & Co., prepared the list 
for his own reference. He was prompt- 
ed to do this by the many inquiries that 
he had received concerning stock in 
these various new issues. He wanted 
to familiarize himself with as many of 
the names as possible and to begin to 
chart the movement of their stocks. 


Many Have Become Impressive 


The National Underwriter Company 
disclaims any intention of stigmatiz- 
ing these relatively new companies in 
the insurance field. Several of them in 
only a decade have become impressive 
institutions. Insofar as the headline 
could be construed as being uncom- 
limentary to the new companies as 
a group, or to any individual company, 
THE NATIONAL UNDERWRITER desires to 
apologize. The article was intended 
simply as a commentary, without 
editorial bias, on an interesting market 
situation. 
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Northwestern Nail. 
May Enter The 
Personal A&S Field 


Lower rates on women, a ney 
guaranteed insurability rider, and the 
fact that the company is considerjp 
entry into the personal A&S fig 
were announced to some 400 member 
of Northwestern National Life sal 
organization at the company’s cop. 
vention held recently in Los Angele 

Northwestern National holds a com. 
pany-wide convention every three 
years. The 1959 convention, first one 
held under the presidency of John § 
Pillsbury Jr., provided a full agenda of 
general sessions and workshops. 

In discussing the company’s possible 
entrance into the personal A&sS field, 
executive Vice-President Harry § 
Atwood indicated that no decision 
would be made until surveys now in 
progress were completed. He noted 
that for many years the company has 
been in the group A&S business and 
that personal A&S, while beset by 
many hazards of which the entire 
industry is well aware, “nevertheless 
presents a challenge which life com- 
panies cannot disregard without in- 
viting ultimate government interven. 
tion in this important field.” 
Workshops Held 

A series of workshops covering six 
different areas of business operation 
were held on a staggered schedule 
during two days of the meeting, mak- 
ing possible attendance by virtually 
everyone. In charge of workshops in 
their respective areas were Richard H. 
Tallman, actuary, and John Anderson, 
manager policyholders’ service depart- 
ment; Karl W. Anderson, M. D., vice- 
president and medical director, and 
Walter K. Fritz, second vice-president 
and underwriting director; Robert W. 
Anderson, financial vice-president; 
Rolland F. Hatfield, manager pension 
and tax department; Harlan F. Wheel- 
er, second vice-president and group 
manager, and John E. Pearson, group 
sales manager; and'E. P. Balkema, 
second vice-president and manager of 
agencies, and Aleck Hovanes, agency 
field assistant. 

In an address which concluded the 
formal program at Los Angeles, Daniel 
D. McLaughlin, vice-president and 
agency director, announced that June 
would be policyholders’ month, with 
special underwriting concessions to all 
persons who already own the com- 
pany’s policies. 





Hour By Hour Schedule 
For NAIC Annual Parley 


The hour-by-hour agenda for the an- 
nual meeting of National Assn. of In- 
surance Commissioners, June 8-12 at 
Boston, has been prepared. There are 
45 meetings of subcommittees, commit- 
tees, and the full membership. Items 
of interest primarily to life insurance 
men are listed below. The titles of the 
committees are followed by the chair- 
men and the agenda, if any. 

Monday, June 8 


9-10 a.m.: Life and Accident & Health Blank 
Subcommittee, W. Harold Bittel, New Jersey— 
Proposed state business page. 

9-10 a.m.: Regulation of Advertising Sub- 
committee, Grubbs, Nebraska. 

10-11 a.m.: Future Meeting Sites Subcom- 
mittee, McConnell, California. 

10-11 a.m.: Examinations Manual Revisions 


Subcommittee, Thacher by Julius Sackman, 
New York—Inclusion in the manual an ex- 
amination program for employe welfare funds, 
or, alternatively, a separate manual. _ 

10-11 a.m.: Credit Life and Credit A&H 
Legislation Subcommittee, Gerber, Illinois. — 

11-12 a.m.: State Insurance Laws (Review) 
Subcommittee, Pearson, West Virginia. 


Credit Life Report 


11-12 a.m.: Anti-twisting Laws and Problems 

11-12 a.m.: Group Life Definition Subcom- 
mittee, Howell, New Jersey. 

1-2 p.m.: Insurance Problems Installment 
Sales and Loans Subcommittee, Thacher, New 
York. > 

1-2 p.m.: Organization, Ownership and Cer- 
tification of Insurance Companies Subcom- 
mittee, Parker, Virginia. 

2-3 p.m.: NAIC Membership Subcommittee, 
Knowlton, New Hampshire. 

2-3 p.m.: Definition of 


(CONTINUED ON PAGE 23) 
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When T.R. decided on a Presidential Policy 
he called The Man from Equitable 


Many presidents have called The Man from 
Equitable for an insurance policy —Garfield, 
Harrison, McKinley, Wilson, F. D. Roosevelt. 
And famous people in other walks of life, too. 
This year, to celebrate its Hundredth Anni- 
versary, Equitable has announced important 
changes in its insurance program. Graded pre- 
miums, for example. Guaranteed insurability. 





Lower rates for women on larger size policies. 
Liberalized benefits. Broader protection. It’s 
good news—and people from coast to coast are 
hearing about it on DOUGLAS EDWARCS WITH THE 
NEws, over CBS-Television. They're learning 
that the best policy is to call The Man from 
Equitable. No wonder so many top life under- 
writers enjoy being The Man from Equitable! 


Living Insurance from EQUITABLE 


The Equitable Life Assurance Society of the United States ©1959 
Home Office: 393 Seventh Avenue, New York 1, N.Y. 
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N. Y. STATE ASSN.’S NEW CHIEF’S VIEW: 





Self-Policing May Be Preferable 
To Tighter State Curbs On Agents 


By WILLIAM MACFARLANE 
NEW YORK—Harry 


York State Life 
Underw rit- 
ers Assn., at the 
annual delegates 
meeting here sug- 
gested that it might 
be wise for the as- 
sociation to explore 
the possibility of 
making the polic- 
ing of agents an 
intra-industry pro- 
blem, rather than 
relying on_ state 
laws to curb agents 
who work against the best interests 
of the life insurance business and the 
public. 

Mr. Gutmann, an agent of Mutual 
of New York at New York City, sug- 
gested the possibility of self-policing 
at the afternoon session. He said that 
during the delegates luncheon he had 
spoken with Superintendent Thacher, 
who had pointed out that the licensing 
of life agents, unlike the licensing pro- 
cedures of the medical and legal pro- 
fessions, is the only one that must 


Harry K. Gutmann 


refer back to state law for enforce- 
ment. 

Mr. Gutmann made it quite obvious 
that neither he nor Superintendent 
Thacher were endorsing the idea of 
agents 


life borrowing | self-policing 









NEW YORK 
107 William St. 


K. Gutmann, 
the newly elected president of New 





REINSURANCE 


ALWAYS 


at your service — at our 
four offices — practical 
underwriters in your par- 
ticular branch of A & S. 


Through contact with them 
you are in touch with the 
entire Employers Re staff 
and their forty years of 
experience in your lines. 


FMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 


CHICAGO 
175 W. Jackson 


methods from other professions, but he 
said the possibility was worth consid- 
eration, especially in view of the asso- 
ciation’s continued program for step- 
licensing and curbs against twisting 
agents. 

Mr. Gutmann did not discuss the 
possibility that self-policing could give 
rise to a conflict with anti-trust stat- 
utes. Doctors and lawyers are not en- 
gaged in any sort of commerce, but 
life agents are, and this raises the 
possibility that they could find them- 
selves tangling with federal and state 
anti-trust laws. 


Jumbo Group Opposition 


Lewis J. Montani, Metropolitan Life, 
Plattsburgh, whom Mr. Gutmann suc- 
ceeds as president of the association, 
in his address, pointed out that the 
delegates had adopted a strong posi- 
tion against jumbo group and _ that 
limits were necessary in the public 
and industry interests. 

His purpose in reiterating this op- 
position in his annual report, Mr. Mon- 
tani said, “is to make it clear in the 
record, as strong as your president 
knows how to make it, that the New 
York State Life Underwriters Assn. 
does not approve of these jumbo group 
plans. We would question the ethical 
standards of the underwriter who is 
listed as the agent of record on such 
plans. 

“Within the authority of the ethical 
practices committees of our 30 local 
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OFFICERS ELECTED 


President: Harry K. Gutmann, Mu- 
tual of New York, New York City. 

Vice-president: Chauncey D. Cowles 
Jr., Northwestern Mutual, Buffalo. 

Secretary-treasurer: Harold Fleck, 
Equitable of Iowa, Albany. 

Regional vice-presidents: Maurice L. 
Alford, National Life of Vermont, 
Plattsburgh; Robert M. Williamson, 
Connecticut Mutual, Rochester; Charles 
Anchell, New York Life, New York 
City, and Walter L. Launt, Guardian 
Life, Binghamton. Reelected: Donald 
E. Shopiro, Canada Life, Syracuse; 
John H. Clyne, Phoenix Mutual, Al- 
bany, and Clayton T. Knox, Mutual 
of New York, Buffalo. 





associations, representing our 5,800 
membership, we recommend that sanc- 
tions be placed against the agents of 
such cases, if there be any within our 
membership, for we think it violates 
the creed of this state association in 
that it does not serve the best inter- 
ests of life insurance,” Mr. Montani 
said. 

Mr. Montani did not mention the 
fact that the agent of record in jumbo 
group cases is often someone who 
takes out a license for the purpose of 
collecting a commission only on the 
one case. Consequently, since the 
state association’s sanctions would pre- 
sumably be limited to the agent’s be- 
ing barred from membership, he is 
not interested in whether he belongs 
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New York Approves | 
Rate Increases For 
Four Blue Cross Plans 


Blue Cross rate increases requestej 
by four upstate New York Blue Crog | r 
plans have been approved by Super. | A 
intendent Thacher. The four localitie, | 4 
and increases granted are Buffalo | f 
36.5%; Rochester, 28.8%; Syracuse | 1 
43.3%, and Utica, 31.6%. il 

Hearings were held by the depart. | f 
ment in these cities on May 4, 5, 6 ang | f 
7, respectively. q 

The opinions granting the four re. | 0 
quests said that in view of the demon. | 2 
strated need for prompt financial relief 
for the plans, “The proposed increas. | t 
es cannot be postponed until fall, tl 
when it is to be hoped that the Co. | n 
lumbia University school of public 
health and administrative medicine | 0 
study under the leadership of Dr. Ray | 3 
E. Trussell will have developed addj- 
tional criteria for evaluation of sub- 
scriber rates of plans of this charac- 
ter.” 

If the studies produce the criteria, 
the opinions added, “the rate structure 
will then be subject to review in the 
light of current experience.” 

In addition to the basic contracts to 
which the increases apply, the four c 
plans have also proposed to offer con- i 
tracts with narrower benefits at lower n 
rates. These contracts are still under 
review by the department. 
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New Look At An Old Business United Fidelity Life of Dallas had an ‘ 

: 2 i : it 
I : - : “ » increase of 54.8% in business in March 

at se pol wien Bs a Babel over March of 1958. The first three d 

fered some samples of proposals being ™O0Mths of 1959 showed an increase of 
used by term insurance advocates 46.3% over the first three months of 

(CONTINUED ON PAGE 22) 1958. r 
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Officers and members of the advisory council of Provident Mutual’s general 
agents and managers association pose for group picture following their election 
at the association’s annual meeting in Hollywood Beach, Fla. From left, Gerald 
W. Page, Los Angeles, vice-president; John J. Tunmore, New York, president; 
Ralph W. Tipping, Los Angeles; Eugene R. Hook, central New Jersey; Leonard 
H. Morgan, Georgia, secretary-treasurer; Mark M. Moore Jr., Minneapolis, im- 


mediate past president, and Thomas F. Irwin, Philadelphia. 





Pilgrim Natl., Pilgrim 
Life Merge At Chicago 


Pilgrim National Life of Chicago, a 
mutual founded 27 years ago, has 
merged with Pilgrim Life of America, 
Chicago, a stock company, to form a 
legal reserve stock company. Wesley D. 
Hunnell, president and founder of 
Pilgrim National, becomes chairman of 
the new company’s executive commit- 
tee and the name of the resulting organ- 
ization is now Pilgrim National Life of 
America. Samuel R. Ballis, president 
of Pilgrim Life, becomes president of 
the merged companies. He has been a 
partner of Pacelli & Ballis, Chicago 
general agents for U.S.F.&G., for a 
number of years. 

New life insurance issued by Inter- 
coast Mutual Life during the first four 
months of 1959 exceeded the amount 
issued during all of 1958. 





Levering Cartwright 
INSURANCE STOCKS 
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Life-Fire-Casualty 


Cartwright, Valleau & Co. 


Members Midwest Stock Exchange 
Board of Trade Building 
Chicago 4, Illinois 
WAbash 2-2535 Teletype CG1475 


You may telephone orders collect. 
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LIFE INSURANCE EDITION 


Actuaries To Discuss Many Topics Of 
field Interest At Ga., Cal. Regionals 


The informal discussions for the 
regional spring meetings of Society of 
Actuaries to be held at Atlanta June 
4-5 and San Francisco June 11-12 
follow largely the same pattern as the 
regional! spring meetings at New York 
in March and Omaha in April except 
for some additional questions and dif- 
ferent treatment of some of the same 
questions. They include many topics 
of direct interest to men in the field 
and home office agency departments. 

The questions covering the 1958 CSO 
table and the supply of actuaries cover 
the same ground as at the earlier 
meetings. 

The questions covering graded pre- 
mium policies are different. They are 
as follows: 


Are there any unusual problems involved in 
policy changes and reinstatement of insurance 
issued on a graded premium basis? Has intro- 
duction of graded premiums on an across-the- 
poard basis produced a perceptible trend 
toward higher priced plans? Toward larger 
policies? What dividend techniques are being 
used to assure equity between old non-graded 
business and the new graded business? Are 
increasing expense rates likely within the 
different size brackets? If so, how are they 
being taken into account? 


The following questions will be dis- 
cussed at the session on ordinary 
insurance and annuities at each of the 
meetings: 


I. Premiums and Dividends 

What expense saving has been observed 
under pre-authorized check and salary allot- 
ment business? What principles are involved 
with respect to the loading for expected profit 
in non-participating premiums? What problems 
arise in connection with the option of using 
dividends to purchase one year term insur- 
ance? 

II. Withdrawal Rates 

What has been the trend of lapse rates in 
recent years? How do lapse rates vary by plan 
of insurance, by age at issue, by sex, by 
frequency of premium payment, and by geo- 
graphical area? 


III. Underwriting 

What has been the mortality experience 
under “guaranteed issue’’?? How much extra 
mortality is offset by the expense saving 
under this plan? What underwriting rules are 
used in connection with ‘‘guaranteed issue’’? 
What are the current trends in salary allot- 
ment plans? To what extent are such plans 
being written on a guaranteed issue basis? 
What effect might such plans be expected to 
age regular individual sales and on group 

les? 

Underwriting costs: What are the trends of 
underwriting costs with respect to medical 
examinations, special tests, and _ attending 
physician’s reports, and home office costs? 
What can be done to offset adverse trends? 

What has been the mortality experience 
under recently expanded non-medical limits? 
What maximum limits at issue are practical 
on a non-medical basis? During a 12 month 
period? In total? 


The questions for the session on em- 
ploye benefit plans will be these: 


I. Insurance 

What procedures, techniques and vehicles are 
and may be, used to provide benefits to 
retired employes for life insurance? Medical 
expenses? To what extent is pre-funding of 
post-retirement benefits practical? What are 
the advantages and disadvantages of pre- 
funding? 

Group insurance dividends: In establishing 
and determining dividend formulas, what 
elements have been considered? Is_ interest 
credited to contingency reserves held by the 
company? How do changes in premium taxes 
affect such formulas and contingency re- 
serves? 

Major medical: What has been recent claim 
experience under major medical? What are the 
relative advantages of (a) basic first-dollar, 
hospital and surgical benefits with superim- 
posed major medical and (b) replacement of 
basic first-dollar coverage by major medical? 
Is there any advantage in incorporating a 
8reater number of “inside limits” in major 
Medical programs? To what extent can major 
medical coverage be made available to groups 
under 25 lives? 


II. Pensions 

In view of the fact that trust-fund pension 
Plans frequently provide disability retirement 
benefits (without actuarial reduction) to what 
extent has the group annuity industry moved 
towards underwriting disability retirements? 

What are the advantages of funding deferred 
profit-sharing plans through the medium of a 
life insurance company, and the relative ad- 
Vantages and disadvantages of funding such 
— with ordinary contracts and group con- 


What problems are involved in “final aver- 
age” retirement plans? What controls or sub- 
stitutes are available? Under plans which are 
hot “final average” what steps, if any, have 

n taken in recent years to revise or supple- 


in view of the _ substantial 


ment the plans 
index and in 


increase in the cost of living 
salary in recent years? 


At the Atlanta regional there will be 
an informal discussion session on elec- 
tronics with the following topics: 


I. General 

How can effective studies of computer 
feasibility be made? Have actual results of 
computer use validated feasibility studies. 
How can the improved management informa- 
tion provided by computers be evaluated? 
What has been the experience in revising a 
company’s whole plan of operation for data 
processing? What organizational changes are 
desirable when computers are to be used on 
a consolidated functions approach? What per- 
sonnel problems have arisen, since the intro- 
duction of electronic data processing, among 
the clerical force? Among supervisory employ- 
ees? Have there been any special personnel 
developments in the actuarial department? 


II. Specific Applications 

What progress has been made in electronic 
data processing machine application in under- 
writing of individual policies, in the issue of 
policies, and in the establishment of policy 
records? What use has been made of electronic 
data processing machinery in determining or 
auditing claim payments in A&S, group or 
individual? Have companies been successful 
in adapting electronic data processing equip- 
ment to group operations? If so, what phases 
of the operation and what types of equipment 
have been used? 


At the San Francisco regional, there 
will be an informal discussion session 
on individual A&S. Here are the ques- 
tions: 


I. Premium Factors 

What level of expenses are companies ex- 
periencing in underwriting, claims administra- 
tion and general administration under various 
coverages: hospital-surgical? major medical? 
loss-of-time? over-age policies? What are the 
advantages and disadvantages of premium 
scales for hospital-surgical and major medical 
policies which vary by geographic area? Can 
the problems be met better by variation in 
benefits? 


II. Persistency 

To what extent does persistency vary ac- 
cording to type of coverage? What has experi- 
ence been in recent years? How can persist- 
ency be improved? 


III. Active Life Reserves 

Are standardized minimum reserve require- 
ments feasible in view of the complex variety 
of coverages? Will minimum reserves recom- 
mended by Task Force IV and adopted by 
NAIC prove to be a serious strain on surplus 
in view of the limitation of persistency 
assumptions to CSO mortality alone? Is it 
appropriate to maintain active life reserves on 
cancellable business? If so, what are the 
problems involved? 


IV. Coverage at Older Ages 

Recent developments? Can broader coverage 
be safely written? What steps can be taken to 
minimize underwriting and extend coverage 
to a larger percentage of the population? How 
can costs of distribution, underwriting, claims 
administration and general administration be 


reduced? What are the problems inherent in- 


writing hospital-surgical and medical expense 
policies (1) which are guaranteed renewable 
ae (2) which become paid-up at ages 65 

There will be panel discussions on 
hospital and medical care at both re- 
gionals. In Atlanta the questions cov- 
ered will be how the problem is being 
met and can be met in health insurance 
plans; the role of local, state and feder- 
al governmental agencies, the relations 
of hospitals and the medical profession. 
At San Francisco the panel will cover 
the causes of the increase in costs of 
medical care and what can be done to 
keep these costs under control. 

A smaller company forum at Atlanta 
will cover these points: 


I. Entry Into New Fields 

For a company writing ordinary, but not 
group, what are the advantages and disad- 
vantages of entering the pension field through 
ordinary policies or group annuities? What 
considerations are involved on the part of a 
company writing ordinary but no group, in 
entering the A&S field? Is this an opportune 
time? How widespread among the members 
of its field force are the benefits of writing 
group insurance by a small company? Is _ it 
feasible for a small company to_ consider 
entering the industrial fire and casualty field? 


II. Agency Problems 

What are advantages and disadvantages in 
the adoption of annualized commission? How 
much investment can a small company afford 
to make in the study of individual agencies as 
to: Persistency rates? Types of policies? Aver- 
age size of policies? Expense rates? 


III. Underwriting 
What new underwriting methods and pro- 
cedures have been introduced in order to 


reduce expenses? What considerations enter 
into the determination of non-medical limits 
in the following classes of risks: juvenile 
under age 10, married women, term insurance, 
business insurance, third party insurance? To 
what extent can inspection reports be elimin- 
ated on applications for small amounts of 
insurance, particularly at youmger ages? 


IV. Actuarial Staff 

Should the actuarial department of a small 
company be responsible for the procedurized 
calculations not involving life contingencies 
such as policy loans, etc? What methods have 
proved effective in obtaining actuarial stu- 


dents? Is a temporary assignment in other 
departments an effective training aid for 
actuarial students? What incentives have 


proved most valuable in helping students pass 
examinations? 


V. Actuarial Meetings 

At future meetings of Society of Actuaries, 
when a meeting of a regional or local actuarial 
club is held on an adjacent day and where 
the membership of the club includes many 
representatives of smaller companies, would it 
be preferable to have questions such as have 
been discussed in this session included in the 
club program instead of having a smaller 
company forum? , 


At the San Francisco smaller com- 
pany forum the questions for discussion 
are the following: 


I. Electronic Data Processing 

What types of electronic data processing 
equipment are being used or are scheduled 
for use by the smaller companies? What 
simplifications in policy issue, accounting and 
statistical procedures have been developed? 
What other applications of this equipment are 
being made either as by-products of the 
above processes or as separate operations? 
What factors determine the rental or purchase 
of electronic equipment? 


one of the 


II. Group Insurance 

What advantages have small companies 
gained by entry into the group field? How 
widespread among the members of the field 
force are the benefits of writing group insur- 
ance by a small company? To what extent 
have mechanical methods been used by smaller 
companies in handling group business? Have 
these proved to be efficient and economical? 
How does disclosure legislation (U.S., Cali- 
fornia, Washington, and other states) affect 
small companies as to group insurance? Pen- 
sion trusts? 


III. Agency Problems 

What are advantages and disadvantages in 
the adoption of annualized commission? How 
much investment can a small company afford 
to make in the study of individual agencies as 
to persistency rates? Types of policies? Aver- 
age size of policies? Expense rates? Has a 
satisfactory approximate formula been devel- 
oped for estimating readily the present value 
in an agent’s renewal commission? 


IV. Miscellaneous 

Guaranteed insurability: What guaranteed 
insurability problems are peculiar to smaller 
companies on limits of retention? How to 
guard companies against adverse selection? 
How to get enough volume? Are there any 
special problems on the family policy which 
are peculiar to smaller companies? What has 
been the experience of smaller companies in 
introducing it and coping with subsequent 
problems? 

What is the place for actuarial research in 
a smaller company? Is it economically feasible 
to compile company experience for: A&S claim 
statistics; mortality, by race and sex as well 
as age groups; expense; persistency; model 
office distributions; asset share calculations? 
Are the results likely to be reliable? Should 
such studies be made at regular intervals? 


Actuarial Meetings (same questions 
as at Atlanta). 
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Comparable year-to-date figures continue to show that 
Central Life’s sales consistently run well ahead of the life 
insurance industry as a whole. There are several reasons 
why this is so— and Central Life agents agree that an 
important one is true graduated premium on all plans 
(except single premium). The quantity discount idea, first 
introduced in the United States by Central Life in 1955, 
is another example of the sales-minded leadership that’s 
making “One of the Best” one of the busiest, too! 
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Promotions Follow 
Berkshire Revamping 
Of Financial Dept. 


Berkshire Life has split up its in- 
vestment, accounting and_ statistical 
operations, which previously were 
handled in one financial department, 
and has formed two new departments 
—investment and accounting. 

The organizational move has neces- 
sitated several promotions and title 
changes. The investment department 
will be headed by Ralph G. Starke 


FeNATIONAL UNDERWRITER 


who has been elected vice-president, 
investments. Other officers of the de- 
partment are Frank J. Owen Jr., 
assistant vice-president, and Eugene L. 
Amber, with the new title of invest- 
ment officer. 

M. G. Roy Wallace will head the 
accounting department. He has been 
elected treasurer. Other department of- 
ficers are George F. Shepardson, as- 
sistant treasurer, and Ralph G. Bull, 
who has been elected assistant treas- 
urer. Chester H. Prentice, who has 
been controller, has resigned. 

The A&S department has also been 
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reorganized and has as its head Robert 


F Rosenburg, vice-president, a&s, /?Udential L.&C. 
Robert S. Schoonmaker Jr. continues Not Confusing Name, 
as secretary, A&sS. 

In additional changes, Albert L. Okla. Cour t Holds 
Hall, vice-president and general coun- 
sel will have responsibility for a newly ruled the use of the name Prudentig 
formed employe, community and pol- Life & Casualty by a small Oklahoma 
icyholders relations program, which insurer is permissible. The court yp. 
will be directed by Charles E. Ferree held the decision of Commissione 
Jr., director of sales promotion and Hunt in approving the name of the 
advertising. In the law department, 
Randolph H. Wilkinson, former coun- 
sel and secretary, has been given the largest life company in the U‘S., haq 
new title of associate general counsel. protested Hunt’s action in licensing 
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District court at Oklahoma City ha; | ily 
att 
po 
pr 
* 

company. 2, 

Prudential of Newark, the second | un 
on 
$l, 

the Oklahoma company under that | 0 ' 
name. ric 

Robert D. Allen, assistant commis. | po 

sioner and counsel, tried the case for | att 
the Oklahoma department. Prudentia] ( 
was represented by V. P. Crowe of the | on 
law firm of Embry, Crowe, Tolbert, | iss 
Boxley & Johnson of Oklahoma City | rir 
and Wellington Krause of Houston. de 

This decision will put Prudential in | 20 

company with Metropolitan, which js | du 
unhappy over the name of a new | da 
Chicago insurer, Metropolitan Ins. Co, 
and Allstate Life, which lost a decision $1 
in Texas over the name of a local 95, 
company, All States Life. pe 

in 
Republic National Life tin 

Th 
Has Good Ist Quarter to 

an 


CONTRACTS 
Republic National Life had _ first 


quarter gains in all of its production 
divisions. Written business in ordinary 
and group was 70% ahead of the cor- 
responding period for 1958, and there 
was a 50% increase in A&sS. 

In the reinsurance division, sub- 
mitted business was 35% ahead of 1958, 
Life insurance in force March 31 was 
$1,075,821,655, an increase of $122,906, 
142, an all-time record gain for the 
company during any three month per- 
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Mutual Of New York Names 


Group And Pension Leaders 


Mutual of New York has named its . 
leading producers of group and pen- 
sion volume for 1958. Engraved 
plaques will be presented to agents, 
brokers and agencies having more than 
$5 million of volume; inscribed certifi- 
cates will go to individual leaders with 
volume between $1 million and $5 
million. 

Plaque winners are Raymond Maur- 
ey, Erie, Pa., who placed first; Robert 
Brown, Sacramento; Charles J. Schiff 
and the brokerage firm of Alexander 
& Alexander, both associated with the 
Buesing agency at New York, and 
Jack A. Parker, New Orleans. 

Leading agency was the Buesing 
agency. Other plaque-winning agen- 
cies and their managers are New 
Orleans, James H. Lake; New York, 
Richard E. Myer; Erie, Joseph Hetra, 
and Sacramento, Lloyd R. Yeates. 


ed 


Venezuela, Puerto Rico Department 
Heads Attend U.S. Life Convention 

Commissioner Castro of Puerto Rico 
and Superintendent Guillen of Vene- 
zuela were guests at the annual con- 
vention of United States Life’s leading 
producers and home office staff at San 
Juan. Superintendent Guillen ad- 
dressed Latin American agents in an 
international workshop session, and 
after the convention visited the United 
States Life home office. 

D. W. Gregg, president of American 
College, was speaker at the CLU 
breakfast during the western regional 
conference of Massachusetts Mutual 
at the El Mirador Hotel in Palm 
Springs, Cal. : 





May 2:33, 1959 


4) 


Vame, 
ds 

oma City hag 
ne Prudentig] 
all Oklahoma 
fhe court up. 
Commissioner 
name of the 


, the secong 
the U.S., haq 
in licensing 
under that 


ant commis. 
the case for 
t. Prudential 
Crowe of the 
we, Tolbert, 
lahoma City 
Houston. 

Prudential jn 
an, which is 
. of a new 
itan Ins. Co, 
st a decision 
- of a local 


sife 
er 


» had _ first 
> production 
in ordinary 
of the cor- 
, and there 
2S. 

ision, sub- 
ead of 1958, 
rch 31 was 
f $122,906,- 
ain for the 
month per- 


xk Names 


.eaders 


named its 
) and pen- 

Engraved 
to agents, 
more than 
ed certifi- 
aders with 
m and $5 


ond Maur- 
‘st; Robert 
s J. Schiff 
Alexander 
d with the 
York, and 
> Buesing 
ing agen- 
are New 
lew York, 
‘ph Hetra, 
ates. 


partment 
ynvention 
1erto Rico 
of Vene- 
nual con- 
’s leading 
aff at San 
lien ad- 
nts in an 
sion, and 
he United 


American 
the CLU 
. regional 
; Mutual 
in Palm 





May 23, 1959 


Berkshire Life Has 
Family Plan Rider 


Berkshire Life has entered the fam- 
ily plan field with a rider which may be 
attached to a new or existing ordinary 
policy on the life of a husband and 
provides term coverage on the wife 
and children. 

The rider may be issued for 1, 1}, 
2, 2%, or 3 units only, with a single 
wit providing $3,500 initial coverage 
on the wife in most instances and 
$1,000 on each child, except for age 
0 to six months when it is $250. The 
rider coverage may continue to the 

licy anniversary nearest the wife’s 
attained age 55, 60, 65 or 70, as desired. 

One unit of rider provides coverage 
on the wife for $3,500 from the date of 
issue to the policy anniversary occur- 
ring 30 years prior to the expiry date, 
decreasing $125 per year for the next 
20 years and remaining level at $1,000 
during the 10 years prior to expiry 
date. ; 

Each child is covered by a level 
$1,000 per unit from six months to age 
25, which then may be converted to a 
permanent plan without evidence of 
insurability for an amount up to five 
times the coverage under the rider. 
The wife may convert her coverage 
to permanent insurance in the same 
amount without evidence of insurabil- 
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ity at expiry date. 

On the death of the husband, the 
sum insured under the basic policy 
becomes payable and the term cover- 
age on the wife and children becomes 
paid-up for the remainder of the 
period to expiry. Also, the children’s 
coverage becomes paid-up at the death 
of the wife. 


D. C. Agents Elect Tooker 


William R. Tooker Jr., general agent 
of Berkshire Life, was elected presi- 
dent of Washington, D.C., Life Under- 
writers Assn. at the annual meeting. 
Other officers elected were Wayne E. 
Dorman, general agent of Penn Mutual, 
lst vice-president, and Quentin C. 
Aanenson, manager of Mutual of New 
York, 2nd vice-president. 

Directors elected were Tinsley 
Adams, Continental Assurance; Ernest 
E. Cragg, Washington National, and 
George P. Sampson, Manhattan Life. 
Gains For Indianapolis Life 

Indianapolis Life in April recorded 
a gain of 35% in paid volume over 
April of last year. Sales for the first 
four months were 23% ahead of a year 
ago. Leading individual salesman for 
April was Eugene Druart of Fort 
Wayne, while the leading agency was 
the Nate Kaufman of Shelbyville, Ind- 
iana. 
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HALL OF HONOR 


Selected for pre-eminence in all phases of career life 
underwriting, J. M. Howell of the Denver agency 
fe has been a company associate since 1930. Long a 
leader in his community, his career of life under- 
writing has been equally distinguished. 





Mutual Benefit Life 
Raises Coverage Limits 


Mutual Benefit Life has raised its 
limits on standard and special classes 
and on additional death benefits. The 
limit on a single life has been in- 
creased to $600,000 at ages 30 to 45 at 
issue, with the restriction that not 
more than $500,000 may be issued in 
any 12-month period. Limits on any 
one life have also been increased for 
lower and higher ages. 

The limit for Special Class A cover- 
age has been increased from $250,000 
to $300,000. Limits for Special Classes 
B, C and D have been increased from 
$200,000, $150,000 and $75,000, respec- 
tively, to $250,000, $175,000 and $100,- 
000. Here again, limits for higher and 
lower ages have also been increased. 

Under the new limit for additional 
death benefit, insurance up to $100,000 
will be issued on one life subject to an 
over-all limit of $150,000 in force in 
all companies. 


American Life of New York, during 
its second anniversary month sales 
campaign, received 265 ordinary life 
applications for a volume of $4.5 mil- 
lion, and the recently established A&S 
department received 185 applications 
with annualized premiums in excess 
of $28,000. 


Bankers Of Iowa Elects 
Cramer Agency Director 


M. D. Cramer, Los Angeles manager 
of Bankers Life of Iowa, has been elect- 
ed director of agencies and will move to 
Des Moines in June. . 

Mr. Cramer has spent his entire 
working life with the company, starting 
in 1925 in the Lincoln agency while 
still in school. The following year, still 
working on a part-time basis, he was 
named assistant cashier at Lincoln and 
upon graduation from the University 
of Nebraska in 1931 became a full-time 
salesman there. He was transferred to 
Kansas City in 1933 as agency cashier. 
In 1935 he was named agency supervi- 
sor there. He moved to Los Angeles 
in 1938, to become agency supervisor 
and in 1941, was named manager. 

Mr. Cramer is a past president of 
the Los Angeles chapter of CLU. 


Berkshire Life assets at the end of 
the first quarter totaled $193,565,627 
and surplus was $10,925,511. Life busi- 
ness placed during the first quarter 
was $15,450,959, a record. 


Occidental Life of California had 
individual life insurance sales of $127, 
290,042 in April, which topped any 
previous monthly sales by $1,858,007. 
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MASTER AGENCY BUILDER 


Chosen for this year’s award, H. W. Ehrsam has 
been a company associate since 1946 and a general 
agent since 1952. His agency at Portland achieved 
the award for excellence in organization, production, 
average size policy and overall operational efficiency. 


LIFE INSURANCE COMPANY OF IOWA 
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FOUNDED IN 1867 IN DES MOINES 
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FieNATIONAL UNDERWRITER 


Pacific Mutual Official Stresses Duty 
To Sell Lite, A&S In Single Package 


The desirability of selling A&S in- 
surance in a package with life was 
discussed by Joseph F. Tudor, assistant 
vice-president of Pacific Mutual Life 
at the LIAMA A&S meeting in Chicago 
recently. 

Mr. Tudor traced the history of A&S 
in his company and told his audience 
of Pacific Mutual’s “new and unusual 
savings plan,” first offered in the ’30s, 
and of its new “planned income pro- 










This reproduction is one in a series of eleven original oil paintings 
by Walter Haskell Hinton which portray little-known events in the life 
of our Country’s first president, George Washington. 

A booklet containing full-color reproductions of all eleven 
paintings is available upon request. In addition, we hope you will 


visit us and view the original paintings which hang in our 


Home Office gallery. 


perty” package now being sold. 

This new “planned income property” 
package is tailored to the individual. 
The A&S commercial coverages now 
are guaranteed renewable. 

“We formerly believed that the A&S 
issued only with life insurance gave 
us better selection and therefore better 
experience and better persistency,” he 
said. “But a study of our experience 
showed we could sell our A&S sepa- 


Binal 


Washinigton National 


INSURANCE COMPANY 
EVANSTON, ILLINOIS 


LIFE 
ACCIDENT « SICKNESS 
GROUP MEDICAL 
HOSPITAL ° SURGICAL 





Rappahannoc 


Like most boys living near rivers, 
George Washington spent many 
leisure hours close to and on the 
water. One form of entertainment, 
the throwing contest, helped develop 
the familiar legend of George 
throwing a Spanish dollar across the 
Rappahannock River in Virginia. 





ARCHITECT'S SKETCH OF OUR NEW HOME OFFICE BUILDING 


rately, without life, for the same price 
that we sell it in connection with life. 

The new A&sS portfolio contains five 
income protection features, all guar- 
anteed renewable. Although the in- 
come protection plans for both men 
and women can be sold with or without 
life insurance, the company doesn’t 
contemplate any reduction in its com- 
bination sales. It will still maintain 
the facility for combined billing when 
they are sold together. 

“Any success we may have had in 
selling this combination has been due 
neither to the mechanical formation 


Across 
the 
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of the coverages, nor even 0 the 
arrangement of the sales presenta. 
tions,” said Mr. Tudor. “Regardless of 
the variations in the physical makeup 
of both the package and the sale, one 
thing has remained consistent 
throughout. I am referring to the cop. 
cept of selling and training that js 
taught to Pacific Mutual’s field forge 
from the beginning. 

“The first thing a Pacific Mutual 
field man learns is that maintenance 
of income is the problem of life for 
everyone. For almost everyone this 
involves the protection of our most 
valuable asset, namely our earning 
power. Other than unemployment, the 
only things that can destroy your and 
my earning power are accident, sick. 
ness, death or old age. True financia] 
security, therefore, is dependent upon 
our protecting our earning power by 
having a substitute source of income 
when any of these four hazards de- 
stroys our earning power. 


Feel Job Is Incomplete 


“Agents trained behind this concept 
just don’t feel they have done the job 
unless they have protected their pol- 
icy owner against all four of these 
hazards. All the way from the new 
agent selling the package, to the very 
advanced life underwriter doing a pro- 
gram or an estate plan, or even busi- 
ness insurance, the job is the same 
The sale for financial security is one 
sale. . . not complete unless it covers 
accident and sickness, death and old 
age. They have just one sale to make 
and that’s to protect the policy owner 
against all of these hazards. . .and 
they feel guilty if they have not ac- 
complished the job.” 

Two problems in connection with 
this combination sale concept were 
brought out by Mr. Tudor. For the 
prospect to be permanently satisfied, 
he must buy the concept of maintain- 
ing income in the face of the four 
hazards. 


Underwriting Differs 


A second problem arises because of 
the difference in underwriting of the 
life risk and the accident and sickness 
risk. Part of the combined coverage 
may have to be altered or declined and 
this could jeopardize the sale. Mr. 
Tudor believes that adequately trained 
agents can minimize these problems 
and maybe even turn them into posi- 
tive factors. 

In conclusion, Mr. Tudor emphasized 
two points. 

“First,” he said, “it is our belief that 
the future of the agency system is not 
so much dependent on such issues as 
jumbo group, direct selling and the 
like but rather on the ability of the 
agent of the future to provide an 
economic good. To sell? Yes, but in 
addition to provide peace of mind and 
to prescribe for financial security based 
on knowledge, to do the complete job 
of protecting earning power. 

“Second, we’ve observed that people 
tend to do things as they originally 
learned them. Agents can be taught to 
sell life insurance with A&S as a by- 
product, or they can be taught the 
real obligation of their profession and 
make just one sale.” 


State Mutual Life Sales Gain 
In April And First Four Months 
State Mutual Life A&S premiums 
increased 71% in the first four months 
of 1959, and individual A&S premiums 
gained 53% in April. Individual life 
sales exceeded $65 million in the four 
months and premiums gained 5%. 
Group premiums for the four month 
period were $1,888,000, an increase of 
33%. 
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LIFE INSURANCE EDITION 


‘Buy Term, Invest Difference’ Means 
Shockingly Long Accumulation Period 


What is not taken account of by 

ple who talk about the “happy wed- 
ding” of term in- 
surance and com- 
mon stocks is the 
forbiddingly long 
time needed to 
reach even a fair- 
ly modest accumu- 
lation goal by buy- 
ing term and in- 
vesting the differ- 
ence, Alexander 
Hutchinson, 2nd 
vice-president of 
Metropolitan Life, 
told the New Eng- 
land area management conference at 
Swampscott, Mass. 

On the basis of current income and 
capital-gain taxes, and using highly 
favorable dividend and appreciation 
assumptions, it would take 24 years 
to accumulate $10,000, while with more 
realistic but still favorable assump- 
tions it would take 39 years, he said. 





Alexander Hutchinson 


Married, Age 30, Two Children 


Mr. Hutchinson took the case of a 
young man age 30, married, with two 
children, earning $7,500 a year, who 
knows he needs another $10,000 of life 
insurance. But instead of permanent 
life insurance he decides to buy $10,- 
000 of term and invest the difference 
in premium each year in common 
stocks. 

He can get $10,000 of 10-year term 
at age 30 for $93.60, whereas whole 
life would cost him $213.40, leaving 
$119.80; a year to put into stocks the 
first 10 years. Of course, he will have 


less to invest at the end of each 10- 
year period, as his premium for term 
goes up. 

To give this young man the best 
break possible, Mr. Hutchinson as- 
sumed that he invested his $119.80 each 
year in a stock with a constant yearly 
gain of 10% in value—a pretty gener- 
ous assumption, because 500 common 
stocks listed in Standard & Poor’s 
Index have shown a gain over the last 
20 years of just 8.2% a year on the 
average. It is also assumed that this 
stock will earn regularly 3% divi- 
dends and that the dividends will be 
reinvested. 

After paying federal income taxes 
on dividends and paying capital gains 
taxes on the gains in value, it would 
take this young man, even on this 
optimistic basis, about 24 years to 

(CONTINUED ON PAGE 20) 


New Colo. Company 


Equity General Life has received its 
certificate of authority from the Col- 
orado department. The company, with 
headquarters at Boulder, is part of the 
Colorado Credit Life group, and will 
act as a reinsurer for members of that 
group. The company has paid-in cap- 
ital of $100,000 and surplus of $900,000. 

Among the other affiliates of the 
Colorado group are Equity General, 
which in recent months has taken 





over Colorado Ins. Co. and Nebraska 
National Life of Lincoln, of which 
the president is Thomas R. Pansing, 
former Nebraska director. Allen Lef- 
ferdink is the principal factor in the 
group. He owns 51% 
Credit Life. 


of Colorado 





guaranteed interest. 








FLEXIBLE INCOME 
FOR LIFE CONTRACTS 


Optional deferred maturity provision, offers .. . 


@ at original maturity date, policyowner can 
defer settlement for up to five years and leave 
proceeds with the Company to accumulate at 


@ at any time within this five year period he can: 
Draw out cash value plus interest. 


Start receiving monthly retirement checks 
under any of six optional modes of settlement. 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 


The 




































REPUBLIC 


988 N CENTRAL EXPRESSWAY 


* NO TRICKS 


... Just doggone good Service 
and Outstanding 
“KNOW HOW” that’s why 


REPUBLIC NATIONAL LIFE 


Insurance Company 


OFFERS 


NEW GENERAL AGENCY 
OPPORTUNITIES 


Top Commissions 


Vested Renewals 


LIFE: non-participating, participating, standard, 
substandard, ordinary and special policies, 
lifetime disability, $10 per $1,000. A & S.: 
disability income, Guaranteed Renewable hos- 
pitalization and surgery, non-cancellable ac- 
cidental death, dismemberment, major medical 
expense. GROUP: pure group, small group, 
franchise, pension trust. GUARANTEED ISSUE, 
INSURED INSURABILITY. 


Will accept Non-Medical to $25,000.00 
for full time Agents and General Agents 


Contact H. R. Hunke, 


Assistant Vice President and Director of 
General Agencies 


NATIONAL LIFE INSURANCE COMPANY 


ALIAS TEXA 
ALLA TEXA 
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’ During the meeting, James P. Carr, Samuel Robbins, both of John Hane 
Says Industry Ss Image Of Successful een cgi = — gy In building self-confidence in .* 
bd : aum agency o utua enefit Life, cruits, Mr. Schur said that the super. } yariz 
Agent Creates Insecurity In Recruits was named life supervisor of the year. visor has to consider the fact tha il 
The image the life industry has anxieties about a business which is Mr. Carr was also elected president generally speaking, new men are at " 
created of the successful agent may totally unfamiliar to them. of the local supervisors association. low point in their personal estelis ns' 
very well be a_ self-defeating one, This is the sort of thing which Other officers elected were William Some are just out of school or the arm te 
especially since it tends to contribute should be taken into consideration by Harmelin, Continental Assurance, Ist and only a few may have a year 4 
to and magnify the real and latent supervisors when they are trying to vice-president; William Barton, Con- two of business experience. " Othen .. 
insecurities that so many recruits are build confidence in their recruits, Wil- tinental Assurance, 2nd vice-president, become interested in the life insurang = er 
prone to. The image—an aggressive, liam Schur, assistant general agent of and Paul Goodman, Union Central, business because they are simply oy ni 
confident, go getter type—in actual Connecticut Mutual, emphasized at the secretary-treasurer. Members of the of work and can’t find anything elg } cycc 
practice gives the agent much too high luncheon of New York City Life Super- executive committee elected were Har- to do. Another large group includgy fit t 
a goal to shoot for and may frighten visors Assn. at the Brass Rail restaur- old Baille, American Life; Bert Eich- those who are employed but are so fa at 
off men who already have enough ant. engreen, Prudential and Abe Eisen and up with their jobs that they must tum | as h 
- = fo as __._, to something else which they hope } erali 
promises a brighter future. you 
with Se curity Mut uU al’ S Scared, Insecure, Even Depressed em 
If these are the men being recruiteg | °Y& 
Mr. Schur said, then it is necessary | ™@"* 
PENSION TRUST SERVICE are tn Ts a wolstake 10 acum nL Te 
are in. It is a mistake to assume that “T 
they are anything other than scared z 
- - insecure and in some cases even de. “3 
th y) b b e pressed. the 
eve S 1g uUS1INeSS uN Sales material to which the recruit we 
is exposed drives home the need for a 
confidence in his selling ability, byt =~ 
ee events such as a series of turn-downs 
ea small by prospects sets him to thinking, 4 cad 
— never really was cut out to be a 
“aN salesman—at least not a life insurance pe 
5 : salesman.” 
, business eres He looks around at successful agents es 
~ 6) and at the image of the successful fee 
ae sia agent created by the industry, and his , 
i . confidence in himself is even further a: 
destroyed, because he feels he just sale 
does not measure up to the industry —_ 
ideal. ce. 
Mr. Schur suggested that supervisors = 
first recognize that the new agent is a 
scared, does not believe he can sell t 
life insurance and may not have con- Ps i 
fidence for a very long time. However, 7 
he said that he did not think it impor- | 4 ¢, 
tant that an agent, himself, have this alitic 
confidence. Rather, it is important that “A 
he have someone who has confidence in | goes; 
him—his general agent, supervisor or a sal 
an associate—someone who undet- | agen 
stands his insecurities and weaknesses | fee] 
and can convey to him this understand- | imag 
ing. of 
Emulates Those He Respects ry 
Mr. Schur likened a new man in an } from 
agency to a child in the home. The | subt 
agency is his family and what the 
agent thinks and does will be molded N 
by what the family thinks and does. ev 
j As the child wants to earn the _ Cor 
: e 
Times were never better for sales of Pension Trusts...More than bth vip Oe ee Co 
half a million small companies (firms employing 50 people or less) same to earn approval from his as- | will 
are discovering every day...they need Pension Trusts! The secur- ee oe = poor oy 
ity provided by Pension Trusts reduces costly labor turnover, retains is measuring up is a starting point | at M 
valuable employees, prevents “job shopping” for fringe benefits, — am Ge td 
and increases efficiency by retiring over-age personnel...BUT, Mr. Schur said that he had little | Aspe 
” : ” ' x faith in the memorized sales talk, since | Time 
most Small Business Men” feel they‘re too small to do anything it is no substitute for actual experience Co! 
about it! There’s your market!! Your prospects will be happy to in the field with its practical applica- | ed th 
know that Pension Trusts can be totally tax deductible... that essabinty roapect’s questions and sqm i 
. : : . rw 
Security Mutual tailors its plans to meet the needs characteristic In prospecting, here again Mr. Schur } dent 
of small business. Here is a Pension Trust Plan that you have been said that he did not feel that super | Assn. 
ae , ‘ ; visors were dealing with the problem 
waiting for...SECURITY MUTUAL'S Pension Trust Service...de- realistically. He said “We tell our new Eleci 
signed to build BIG BUSINESS... for YOU! men how easy it is to get from people 
we know to people we don’t know. Aetn 
Article after article is written ex- — 
; : ‘ plaining one prospecting system arr} 
Contact your Security Mutual General Agent today, or write another, each one ending up with an } electe 
easy method of obtaining i“ new | spect 
a a a prospects each week. I wonder if any- } agent 
security mutu I life insurance company one has ever seen an article which in Ha 
‘ 7. rape now really difficult it 1 The 
to obtain new prospects.” gener 
Richard E; Pille, President. Secutily Mubul Vi) Here, the problem is not that any | ceiver 
Harland L. Knight, Agency Vice President. OWL DOME OWL jeypondibilidly. of the methods are wrong but Mat illest, 
81 EXCHANGE STREET, BINGHAMTON, N. Y. once again the agent’s confidence 1S tiscu: 
torn down when he constantly does | field. 
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as he is instructed, tries to put into 
effect a prospecting system and in- 
variably ends up accomplishing less 
then he expects. 

Most supervisors, Mr. Schur noted, 
constantly are looking for the extro- 
yerted recruit—the man who is out- 
going, who likes people and likes to 
be with them, the joiner, the commun- 
ity-minded citizen. 

He said “Take a look at our more 
successful producers. Do they really 
fit this mold? Must the introvert be 
kept from our doors? I doubt it. Search 
as hard you will, I defy you to gen- 
eralize. For every successful extrovert 
you find, I’ll find a successful intro- 
vert. For every joiner I’ll give you one 
who is practically anti-social. For 
every aggressive personality, Ill 
match it with timidity. 


Overlook Potential Agents 


“This non-existent image hinders 
us in our recruiting, for if we accept 
the image we will overlook many 
potential agents. It hurts us more be- 
cause this image keeps many a pro- 
spective agent far from our doors 
because he, too, believes he cannot 
look to life insurance as a career 
because he does not possess the neces- 
sary attributes. 

“Even as we interview our candi- 
dates, they are trying to determine 
if they can identify themselves as a 
successful salesman. Our job of recruit- 
ing is accelerated if a man can make 
his identification more readily. In this 
respect, if your agency is made up of 
singularly extroverted men, it will 
become impossible to recruit anyone 
but extroverts. 

“On the other hand, if you are talking 
toa man you want but who is on the 
timid side, he might well come along 
if he’s able to meet and:-talk with one 
or two successful men whose person- 
alities are close to his own. 

“All these facets of the image that 
doesn’t exist are mounting threats to 
a salesman’s inner security. When an 
agent is persistently told or made to 
feel that he is not living up to the 
image, he may crack under the burden 
of insufficiency. Every salesman 
starts out with a reservoir of resources 
and each little failure is a subtraction 
from this strength. Given enough 
subtractions, we have failure.” 


New York CLUs To Hear 


Commissioner Howell 


Commisioner Howell of New Jersey 
will be the speaker at the monthly 
meeting of the New York City chapter 
of American Society of CLU, May 27, 
at Mutual of New York’s home office, 
1740 Broadway. The topic of Commis- 
sioner Howell’s speech will be “Current 
Aspects of Life Insurance Supervision.” 
Time of the meeting is 2:15. 

Commissioner Howell, a CLU, enter- 
ed the insurance business in 1928. He is 
a past president of Trenton Life Un- 
derwriters Assn. and former vice-presi- 
0 of New Jersey Life Underwriters 

sn. 


Elect Chairman And Secretary Of 
Aetna Lite GAs Advisory Council 

Joseph T. McCance, Hartford, and 
Harry I. Warren, Baltimore, were 
elected chairman and secretary, re- 
spectively, of Aetna Life’s general 
agents advisory council at a meeting 
in Hartford. 

The council, which is made up of 
general agents whose agencies re- 
teived Aetna’s president’s trophy last 
year, met with home office officials to 


— new developments in the life 
eld. 
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Underwriting, Like Life, Begins At 40, 
Morton Tells Chicago HO Underwriters 


Life begins at 40, and so does life 
underwriting, opined Alton P. Morton, 
2nd vice-president Prudential, at the 
election meeting of Chicago Home Of- 
fice Life Underwriters Assn. Discuss- 
ing insurable interest of older age ap- 
plicants, he said an analysis of 
the present underwriting environment 
suggests the true effectiveness of un- 
derwriting is properly measured by 
how somewhat less than 15% of ap- 
plications are written, referring to 
“that very small portion of applica- 
tions on people over age 40. It is 
here we receive a majority of large 
amount applications. The safety of 
our mortality account is tied to the 
15% group of over age 40 applicants. 
To put it another way, underwriters 
earn 85% of their salaries on 15% of 
our company’s business and vice ver- 
bad 


n 


The association named H. H. Nietz- 
old of Bankers L.&C. as president to 
succeed D. S. Fairchild, Prudential 
Chicago regional home office. Other 


Li oy 
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officers named were Gordon Johnson, 
Allstate Life, vice-president; Albert 


Johnson, Benefit Assn. of Railway 
Employees, recording secretary and 
treasurer, and Albert Rose, Retail 


Credit, corresponding secretary. 


D. S.. Fairchild 
of Prudential’s 
Chicago regional 
home office, retir- 
ing president of 
Chicago Home Of- 
fice Life Under- 
writers  Assn., 
and new officers. | 
From left, H. H. 
Nietzold, Bankers | 
L. & C., incoming 
president; Albert 
Johnson, Benefit 
Assn. Railway Em- : 


11 


Mr. Morton pointed out that today 
there is “practically no trick to un- 
derwriting children and young adults. 
They are so healthy they have been 
producing a mortality rate of well 
under one per 1,000 for many years 
after they have been put on our com- 
pany’s books.’ Almost no one is re- 


jected for insurance among the young- 
er applicants, he said, and very few 
(CONTINUED ON PAGE 20) 





ployees, recording secretary and treasurer, and Albert Rose, Retail Credit, 
corresponding secretary. Not present was the vice-president, Gordon Johnson 


of Allstate Life. 


AMAZING CAREFREE 
DISCOVERY? 


Instant Security! Just combine 
one prospect with the proper 


amount of insurance, and stir. 


(*With apologies to both Maxwell 
House and Pan-Am.) 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE-~NASHVILLE, TENNESSEE 
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My dear, I was simplyst 
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olysurrounded by “millionaires”! 


UR dowager appears to have been im- 
pressed recently at finding herself in 
the midst of the distinguished Metropolitan 
“millionaires” who had arrived for a series 
of business meetings at the Boca Raton 
Hotel and Club. 
Each of these exceptional men had wit- 
nessed applications for $1,000,000 or more 
of Life insurance protection during 1958. 





Metropolitan salutes its “millionaires”. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


(A MUTUAL COMPANY) 
1 MADISON AVENUE, NEw YorK 10, N. Y. 
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Home Office Changes 


Pacific Mutual Life 


William L. Boyle has been pro- 
moted to manager of claims depart- 
ment home office operations and Harry 
Pflaumer to manager of claims depart- 
ment field operations, following the 
election of D. K. Swinnerton, claims 
department manager, to assistant vice- 


president. W. W. Boss, senior claims 
examiner since 1957, was named 
supervisor of the claims examiners 
division. 

Mr. Boyle, who joined the company 
in 1948 as Kansas City claims repre- 
sentative, has for seven years been 
district claims representative at Seat- 
tle. While there he served as president 


of Washington A&H Claims Assn. Mr. 
Pflaumer started with the company in 
1951 and for the past year has been 
secretary of group insurance claims. 
He is a member of California Bar 
Assn. and secretary of Los Angeles 
Life & Accident Claim Assn. 


John Hancock 
In the personal health department 
Daniel J. Brady has been promoted to 
assistant director of the underwriting 
division and Joseph H. Reynolds be- 





DUCTS 


FOR THE MEN 
FROM MIDLAND 
MUTUAL 





Effective follow-through in the field! 


When Midland Mutual develops a new policy, a team of home office people 
swings into action with a series of follow-through meetings for general agents 
and agents. These are “nuts-and-bolts” sessions covering both product facts and 
‘sales methods, Questions are answered, problems are solved . . . field representa- 
tives acquire the know-how and confidence to get real results with the new plan. 

This success-proven program is another important reason for looking into an 
agency management opportunity with Midland Mutual. For full details write 


Charles E. Sherer, CLU, Vice President and Director of Agencies. 


MIDLAND MUTUAL 


LIFE INSURANCE COMPANY 


256 East Broad St., Columbus 16, Ohio x 
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Quality 
New Products 


Here are the more recent addi- 
tions to Midland Mutual’s broad, 
modern line of personal insur- 
ance products: 

©@ Non-Cancellable A & $ Disa- 
bility Income 

e@ Pension Trust Series 

@ Flexible “All-in-One” Family 
Security Plan - 

@ Hospital & Surgical Expense 
Insurance—guaranteed re- 
newable for life 

® Major Medical—guaranteed 
renewable to age 65 











: Serving Personal Security Needs Since 1906 


Midland Mutual has immediate agency openings in Florida, Illinois, Indiana, lowa, Kentucky, Maryland, 
Tennessee and Virginia. Opportunities also available in other states. Write Company for full information. 
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comes manager. Mr. Brady has bee, 
with John Hancock since 1946 ang 
before that was with London Guarap. 
tee & Accident, Sun Indemnity ang 
United States Life. Mr. Reynolds algo 
joined the company in 1946. 


Old Republic 


Harry C. White 
has been promoted 
to agency depart- 
ment superintend- 
ent. For the past 
two years, Mr. 
White has’ been 
field supervisor of 
the eastern region- 
al office of Old Re- 
public with offices 
in Greensburg, Pa. 


Harry C. White 


Prudential 

Gordon W. McKinley, former direc. 
tor of economic and investment re. 
search, has been promoted to execy- 
tive director; William C. Freund, econ- 
omist since 1957, becomes assistant 
director, and John J. Leahy, invest. 
ment analyst since 1956, is named 
associate investment manager in the 
bond department. 

Donald C. Luce, president of Public 
Service Electric & Gas Co. of New 
Jersey, has been elected a director, 
and Robert W. Harvey, 2nd vice-presi- 
dent in the planning and development 
department, is elected vice-president 
in charge of general office administra- 
tion, claim, debit policy and ordinary 
policy departments. Mr. Harvey joined 
Prudential as an actuarial student in 
1950. 

Robert C. Winters, senior assistant 
in the group sales and service depart- 
ment of the northeastern home office, 
has been appointed assistant actuarial 
director there. 


Manufacturers Life 

George F. S. Clarke has been named 
assistant agency superintendent. He 
will work with R. D. Ralfe, agency 
superintendent, in the supervision and 
development of the company’s overseas 
sales organization. Mr. Clarke joined 
the actuarial department in 1950, and 
was appointed as assistant actuary in 
1954. 


Mutual Benefit Life 

Dr. Jefferson Weed has been elected 
medical director. He joined Mutual 
Benefit in 1945 and before that was 
with the Army medical corps. 

Francis L. Merritt, director of train- 
ing, becomes director of career devel- 
opment. He entered the life business 
with Connecticut Mutual in 1927 and 
later was with Monarch Life and Na- 


| Service Guide » 


ACTUARIAL COMPUTING 
SERVICE, INC. 


1389 Peachtree Street, 

N.E., Atlanta 8, Georgia, 

Ly P.O. Box 6192. Telephone 
TRinity 5-6727. 

CONFIDENTIAL NEGOTIATIONS 
FOR SALE OF 
INSURANCE COMPANIES 
RALPH F. COLTON 


30 N. LaSalle St. Chicago 2, Ul. 
Financial 6-9792 
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tional Life of Vermont. Mr. Merritt, a 
CLU, has been with Mutual Benefit 
since 1954. 

Dougias W. Johnson, who also joined 
the company in 1954, has been ad- 
yanced to director of sales promotion. 
He has been with North American Life 
& Casualty and Mutual Service Life. 

William F. McMurry, former assist- 
ant director of training, succeeds Mr. 
Merritt. Before going to the home 
office in 1956, he was supervisor at 


Newark. 


Mutual Of New York 

In the office operations department, 
John F. Leonard, director of adminis- 
tration, is promoted to 2nd vice-presi- 
dent for office operations; Robert M. 
Greenig, director of electronic instal- 
lations, becomes 2nd vice-president for 
electronics, and William E. McMullen, 
director of payments and accounts, 
succeeds Mr. Leonard. 


Paul Revere-Mass.: Protective 

Robert Allen Jr., director of group 
sales and service since 1953, has been 
named associate superintendent of the 
claim department. He joined the com- 
panies in 1940 as assistant claims 
examiner, and later ‘became _ super- 
visor of group claims for Paul Revere 
Life. 


American United Life 
Alden P. Chester of Kokomo has 
been elected vice-president and busi- 
ness committee chairman. Mr. Chester 
has been a member of’ the board for 
five years. 


United States Life 
James T. Ritchie has been appointed 
director of training. He has been as- 
sistant manager of Prudential at Chi- 
cago for the past 10 years. He is a CLU. 


Massachusetts Mutual 
Michael Marchese, vice-president 
since 1956, has retired after 46 years 
with Massachusetts Mutual. He joined 
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the actuarial department in 1913, was 
named manager of the underwriting 
department in 1933, assistant secre- 
tary in 1937, underwriting secretary 
in 1949 and 2nd vice-president in 1951. 


North American Reassurance 


Rolf Eckert has been appointed 
actuarial assistant. He joined North 
American in 1955. 


Midwestern United 
James L. Shearer has been named 
actuary. For three years he has been 
with the State Farm Life. 


Life Of North America 


Dr. Samuel R. Moore has_ been 
elected medical director. 


CONSOLIDATED AMERICAN LIFE 
has named Frank F. Dodge a vice- 
president. He was previously in execu- 
tive and actuarial capacities with 
Trans-Continental Life, Illinois Mutual 
L.&C. and Paul Revere Life. 


AMERICAN INVESTMENT LIFE 
has appointed John B. Salsbery execu- 
tive vice-president. He has been pro- 
duction manager of American Casual- 
ty. 


PEOPLES LIFE OF WASHINGTON 
has elected as senior vice-president 
and secretary Washington W. White, 
former vice-president and secretary. 


COLUMBIAN NATIONAL LIFE has 
elected Raoul J. Grandpre treasurer. 
He has been assistant auditor since 
1956. 


GREAT EASTERN LIFE OF PRO- 
VIDENCE has appointed Thomas C. 
Colihan superintendent of agencies. He 
has been assistant director of agencies 
of the Knights of Columbus. 


GREAT SOUTHWEST LIFE of 
Phoenix has appointed Richard P. 
Fradd comptroller. He will manage 
the home office of Great Southwest 
and the parent organization, National 
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* “xvou should have policies designed to meet “ 
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the “wants”’ of your prospects.” 
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Why not investigate NOW one of the most talked about companies in America 
and learn the startling facts about Democracy in action—through the out- 









standing contracts and policies of All American Life & C 
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WRITE: 
Mr. E. E. Ballard, President, All American: 
Life & Casualty Company. All American 
Building, 505 Park Place, Park Ridge, lilinois. 





ALL AMERICAN 


lie Ce. Y aiually CMYIANY CHICAGO, ILLINOIS 


PARK RIDGE, ILLINOIS 


General Offices: ALL AMERICAN BUILDING, 





Reserve. Mr. Fradd has been comp- 
troller of California Life. 


UNITED BENEFIT LIFE has pro- 
moted Ron Salyards to manager of 
mortgage loans and has named as 
new investment secretaries Thomas 
Crummer and Fred Kuethe. 


COLUMBIAN MUTUAL has pro- 
moted H. A. Vollmer to vice-president 
in charge of agencies. 


SEABOARD LIFE has named as 
chairman of the directors finance 
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committee Lionel Bell, vice-president 
and director of Cantor, Fitzgerald & 
Co., Inc., Beverly Hills, Cal., invest- 
ment bankers. 





United American Life of Denver 
during its May president’s month 
campaign had submitted $1,622,727 on 
May 4 in honor of President W. W. 
Wilson Jr.’s birthday, a record for one 
day. 

Manhattan Life has been licensed in 
Mississippi and Utah. 
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to fifty employees, including: 


* High early cash values 


* Guaranteed Issue—without 
increase-in premium or 
reduction in dividend— 
on as few as 10 lives 


* Premiums graded by policy 
size 
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Tailored 
Pension 


Programs 


FOR YOUR CLIENTS 


GUARDIAN’S New Pension Trust Program offers many attractive 
features for your best pension prospects—firms with from five 


* Free valuation of auxiliary 
funds 


* Personalized consultation 
and proposal service 


* Attractive binder for filing 
policies 


For complete information, call the GUARDIAN manager 
in your area, or write our Pension Trust Division. 


The GUARDIAN Life insurance Company 
OF AMERICA 


A Mutual Company © Established 1860 
SO Union Square, New York 3, New York 
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HeNATIONAL UNDERWRITER 


Editorial Comment 


Why Not Give It A Chance? 


The NATIONAL UNDERWRITER recent- 
ly devoted nine pages of its issue 
to the annual meeting of Health In- 
surance Assn. in Philadelphia. Any- 
one who attended the meeting or read 
about it, even superficially on these 
pages, could hardly help but be im- 
pressed by two dominant and con- 
flicting themes which pervaded the 
three day session—an industry on the 
move, yet continually faced with the 
threat of federal legislation which 
could all but destroy it before it had 
been given a chance to completely 
prove its tremendous potential. 

On the one hand, there was the in- 
spiring story of progress which the 
association and its members, in par- 
ticular, and the health insurance in- 
dustry, in general, have accomplished 
in the past few years. It is a record of 
70 million Americans covered by in- 
surance company health policies, 
$2.6 billion in benefits paid during 
1958 for a gain of over 8.3%. Add to 
this the work HIA and its members 
are doing to give bre-der and better 
coverage to the over-65 age group, to 
the indigent, to continue coverage on 
those already enrolled, plus the asso- 
ciation’s program of consultation with 
doctors and _ hospitals—all this to 
bring to the public the kind of vol- 
untary health care it needs and de- 
serves. 

It is a story of an industry’s serious 
and successful program of growth, 
both for its own benefit and the pub- 
lic at large. Its record to date is one 
which, under ordinary circumstances, 
should inspire confidence in all who 
behold it. If its past record is any 
sampling of its potentiality, the health 
insurance business, given half a 
chance and a little time, could finish 
the job. 

Yet, if legislative forces on the fed- 
eral level are to have their way, pri- 
vate health insurance stands a good 
chance of being stopped dead in its 
tracks before it has even been given 
the opportunity to really try its wings. 
The Forand bill, or one much like it, 
is more than a mere threat. It is a 
terrible reality of which everyone who 
attended the Philadelphia meeting was 
acutely aware. Generally, it was 
agreed that the show-down with Con- 
gress may come, if not this year, cer- 
tainly in the 1960 session, the pres- 
idential and congressional election 
year. That isn’t much time, no matter 
how you look at it. 

In fact, it is really no time at all. 
It is hardly an overstatement to say 
that full coverage for the 65-plus age 
group by the spring of 1960, the kick- 
off date of the election campaign, is a 
physical impossibility. Even 80%, or 
as little as 60%, would require a 
Herculean effort. But this, alone, may 
be the only thing that will halt the 
government interventionists. 

No other young industry in America 
within our memory—by insurance 
standards the health insurance busi- 
ness must be reckoned as a young in- 
dustry—certainly no other young and 


vitally necessary industry in America 
has had to face the spectre of its utter 
destruction so very early in its career. 
In fact, the reverse has been more 
often the case. Plastics, oil, railroads, 
and many other industries, in their 
infancies, were aided, even subsidized 
by tax concessions, land grants, gov- 
ernment contracts, etc., to help them 
over the hurdles of their green years. 

But judging from the way most 
speakers and individuals talked at the 
HIA meeting, far from being assisted 
by the federal government, the health 


insurance industry stands a_ good 
chance of being put out of business 
by it. 


Robert R. Neal, HIA managing di- 
rector, in his annual report, said that 
the membership had exhibited very 
satisfactory signs of progress in meet- 
ing the challenge of proving that the 
voluntary system of health coverage 
can do the job for the American peo- 
ple. Why, then, can’t it be given time 
and opportunity to prove that it can 
do the whole job? 

Moreover, the whole job would be 
one that would be rightly done as 
only private enterprise can do it. The 
American people, when trying to as- 
sess what something like the Forand 
bill can do for them fail to realize the 
billions of dollars such a plan will 


cost. Then, too, they look at it and 
say that it will work because social 
security has worked. What they do 
not understand is that social security 
is a definite program with definite 
benefits predicated on retirement at 
specific ages or on the death of the 
covered worker. In either case, the 
worker is either dead or he isn’t; he 
is either age 65 or he is not. There is 
little room here for arbitrary judg- 
ment as to benefits due. 

But this would hardly be so if the 
Forand bill were to become law. Here, 
is a program that would represent an 
open invitation to all sorts of collusion 
and graft between the worker and the 
various administrators of the plan. 
Forgetting for a moment what the bill 
could mean to the A&S business, if 
it passes Congress it could wreck the 
very institution of social security on 
which the plan is based. 

HIA figures on industry growth 
over the last decade are impressive. 
Would it be too much to ask of Con- 
gress that it give the industry another 
decade to further prove itself? Let’s 
say that Congress declare a morator- 
ium on Forand legislation and its ilk 
for another 10 years. In that time, 
HIA members and other health in- 
surers could concentrate on the job 
they want to do and the kind of job 
the public wants them to do. 

Given this chance, this half a chance, 
to focus in on the really important 
problem—adequate health care for all 
of the population—and without legis- 
lative sniping from the sidelines, it 
could prove its point for all time.— 
W.M. 





Personal Side Of The Business 


J. McCall Hughes, vice-president and 
controller of Mutual of New York, has 
been elected chairman of the Control- 
lers Institute of America. Mr. Hughes 
is also president of the institute and 
chairman of its executive committee. 


George R. Kendall, chairman of the 
executive committee Washington Na- 
tional, is in Evanston Hospital, Evan- 
ston, Ill., recovering satisfactorily from 
an abdominal operation. 


Quick thinking by Donald Wehling, 
assistant manager at Chicago of Occi- 
dental Life of California, was largely 
responsible for saving a girl’s life in 
an elevated train collision at Chicago 
this week. Mr. Wehling, a former army 
medical corps officer, used his belt 
to apply a tourniquet to the victim 
whose leg was almost severed below 
the knee. 


Otto C. Rentner, general counsel for 
Aid Assn. for Lutherans, was made 
a senior counsellor of the Illinois Bar 
Assn. at its annual dinner held recent- 
ly in Peoria, Ill. His award was for 
50 years of membership in the Illinois 
Bar Assn. of which he became a mem- 
ber in 1909. He was a master in chan- 
cery of the Circuit Court of Cook 
County (Ill.) from 1927 until 1947, 
when he moved to Appleton to devote 
full time to his Aid Association duties. 


William J. Rushton, president of 
Protective Life of Alabama, has re- 
ceived citations from the Secretary of 
the Army, Army Chief of Staff and 
Chief of Ordinance “. . .as tokens of 
the Army’s recognition of his important 


contributions to national defense and 
the Army programs.” Mr. Rushton is 
also scheduled to receive an honorary 
degree of doctor of humanities from 
Southwestern University, Memphis, 
sometime in June. 


O. D. Welch, assistant vice-president 
Kansas City Life, has been named a 
member of Kansas City board of elec- 
tion commissioners. His appointment, 
which was announced by Gov. Blair 
of Mo., will run to April 27, 1963. 
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Deaths 


MRS. THERESA JULIAN EBEL- 
HARDT, 26, wife of J. Robert Ebel- 
hardt, Rocky Mountain manager of 
the National Underwriter Co., died 
suddenly, apparently of a heart attack, 
at her home in Denver last week. Mr. 
Ebelhardt was in Albuquerque on a 
business trip at the time. A native of 
Winooski, Vt., Mrs. Ebelhardt met her 
husband while she was serving with 
the women’s air force in Germany and 
lived with him in Covington, Ky., be- 
fore the family moved to Denver early 
in 1958. The Ebelhardts have two 
daughters, Mary Paula, 24, and Patri- 
cia Carol, eight months. 


MARVIN BLOCK, 45, recently ap- 
pointed vice-president in charge of 
agency operations for Old Equity Life 
of Evanston, died in Chicago’s Billings 
Hospital. He had been in the business 
20 years, the last 10 with Old Equity. 
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Cavanaugh Steps 
Down As Federal 
Lite Chairman 


Federa! Life of Chicago has made a 
number of home office changes. 
L. D. Cavanaugh, chairman of the 





A. R. Thompson L. D. Cavanaugh 


board and finance committee, who has 
been with the company for 45 years 


K. L. Merley 


Lee H. Dunbar 


and was president from 1939 to 1954, 
has resigned, effective July 1. 

Alfred R. Thompson, secretary since 
1931 and with the company more than 
40 years, is retiring June 2. He will 
continue as a board member. 

Kenneth L. Merley, vice-president 
and general counsel, has been elected 
to succeed Mr. Thompson. With Fed- 
eral Life since 1928, Mr. Merley will 
also continue as general counsel and 
has been elected to the board. 

Lee H. Dunbar has been elected 
executive vice-president. He joined 
the company in 1949 as assistant sec- 
retary, subsequently becoming admin- 
istrative vice-president. He has also 
been named a board member. 

A. F. Wieland, a board member 
since 1932, has resigned. He was 
treasurer for many years, retiring 
from active service on his 65th birth- 
day in 1953. 

Mr. Cavanaugh began with Federal 
Life as a clerk in the actuarial depart- 
ment, was elected actuary in 1915, 
vice-president and actuary in 1923, 
executive vice-president and actuary 
in 1931 and succeeded the late Isaac 
Miller Hamilton as the company’s 
second president in 1939. He was 
named chairman in 1954, serving in 
that capacity until the present time. 

Mr. Cavanaugh has not only been 
Most active in company affairs but in 
the insurance business in general. He 
has served as president of the former 
A&H Underwriters Conference, one of 
the predecessors of Health Insurance 
Assn., president and chairman of In- 
surance Federation of Illinois, a mem- 
ber of the executive committee of 
American Life Convention and a board 
member of Institute of Life Insurance. 
For a number of years he has been 
chairman of the ALC finance commit- 
tee and treasurer of American Service 
Bureau. 

Mr. Thompson also started as a 
clerk in the actuarial department, be- 





toming assistant actuary, assistant 
secretary and associate actuary. He 
vas named secretary and _ associate 
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‘Grant Hill Month’ 
To Mark Retirement 
Of Nw Mutual V-P 


The Assn. of Agents of Northwestern 
Mutual Life is paying a spontaneous 
and unprecedented 
tribute to Vice- 
President Grant L. 
Hill, who is retir- 
ing May 31 after 
25 years as head 
of the company’s 
sales force. 

John R. Mage, 
president of the 
association and 
general agent at 
Los Angeles, said 
the association has 
designated May as 
“Grant Hill Month; its membership 
has initiated banner production goals 
for itself; and the month’s total pro- 
duction of all members will be dedi- 
cated to Mr. Hill. 

“Our aim is to make May the record 
month in our history for new business, 
solely and simply in honor of the man 
who has been our leader for more than 
a quarter of a century,” Mr. Mage 
stated. “This is the first and only time 
a month has ever been set aside by our 
members to honor one man. There will 
be no awards, prizes, or mementos for 
the field force. We are initiating this 
month to honor Mr. Hill and not our- 
selves.” 

At the close of his “month,” Mr. Hill 
will receive a commemorative book 
from the association. In it will be the 
company’s sales record for May, the 
records of the individual general agen- 
cies, and the signature of every agent 
who produced paid-for new business 
during the month. 


Twin City AGH Assn. 


Names Thompson To Head 


Clifford L. Thompson, assistant vice- 
president Lutheran Brotherhood of 
Minneapolis, has been elected president 
of Twin City Life, Accident-Health 
Claim Assn. Others elected are Nor- 
man A. Meyer, St. Paul Hospital & 
Casualty, vice-president; Maurice Bat- 
tin, Ministers Life and Casualty, sec- 
retary, and E. A. Benedun, Continental 
Casualty, treasurer. 


La. Leads NALU Member Drive 
Louisiana continues to lead in per- 
centage gain in NALU’s 1959 member- 
ship campaign. As of April 30, the 
Louisiana association had 933 members, 
or 99.1% of its quota. The national 
association tally as of that date for 
780 local associations was 66,166 mem- 
bers, or 77.5% of the national quota. 
The 1959 membership goal is 85,000. 





Grant L. Hill 





actuary in 1931 and elected to the 
board in 1922. He has been in charge 
of the company’s A&S operations for 
many years. 

Mr. Merley was for several years in 
the company’s Atlanta and Kansas 
City offices, handling legal matters 
and claims. He returned to the home 
office in 1938 as counsel and since 
then has served as counsel, director of 
claims, general counsel and vice-presi- 
dent. 

Mr. Dunbar joined Federal Life in 
1949, directly from Alliance Life after 
its purchase by Republic National 
Life. Before that he was with the 
former Peoria Life. He has been chair- 
man of the committee directing the 
company’s newly adopted electronic 
program. 
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Look Into 


YOUR Future 








© NEW POSITIONS now being created 
for Salaried Supervisors and 
General Agents. 


@ LIBERAL CONTRACT offering you 
liberal commissions, salaries, 
bonuses, expenses. 


@ FULL LINE of policies giving an 
unlimited flexibility: Life, Acci- 
dent and Sickness, Hospitaliza- 
tion, Group and Wholesale. 
Both Par and Non-Par. 


@ SERVICE available at all times 
will be friendly home office 
assistance. 





and YOU can see 


with 
N-F-L 


There’s no mystery 
Me about your success 
“Aigwhen you establish 
your future with 
N. F. L. National 


Fidelity Life is a 
growing dynamic 
company offering 


unlimited opportunity for the man 
seeking personal advancement. See 
if there isn’t a place for you with 
N. F. L. It’s the best “success 
insurance” available ... and you 
could have it. 





NEW N. F. L. EXTRAS 
* Quantity Discount Premiums 
* Reduced Rates to Females 
* Option-to-Buy Rider 











Write Today to Vice-Presidents Bennett Taylor or Wylie Craig, Dept. NU 59. 


National Fidelity Life 


INSURANCE COMPANY 


w. 
1002 Walnut « 


Ralph Jones, President 
Kansas City 6, Missouri 


One of the Nation's Strongest by Any Standard of Comparison 





BOATING 


is the exciting-est 
way to explore the 
beauty of crystal 
Mountain Lake. 
Mountain grandeur. 
Scenic majesty. Open 


May 23-Oct. 1. Ameri- 
can plan. Reasonable 


rates. Secluded 
cottages, hotel 
accommodations. 











hotel 


ake 


Write for folder, Mountain Lake, Va. 


ountain- | 
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AeNATIONAL UNDERWRITER 


Changes In The Field 


Northeastern Life 


Alvin R. Miller 


Jr. has been ap- 
pointed manager 
at Miami. A CLU, 


he has been with 
Metropolitan Life, 
Mutual Benefit 
Life and _  Provi- 
dent Mutual. 





.. = = td 
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Aivin R. Miller Jr. 


Connecticut General 

Leslie B. Disharoon, agency assistant 
at the home office, has been appointed 
manager at Norfolk. Named assistant 
managers are James D. Tubbs at the 
Cincinna.i brokerage agency and Jack 
N. Rodgers at Detroit. Mr. Tubbs has 
been senior brokerage consultant at 
Cincinnati, and Mr. Rodgers has been 
staff assistant at Houston. 

Named senior brokerage consultants 
are Laurence E. Boyden Jr., Chicago; 
Robert G. West and Richard K. Jewell, 
Seattle; H. Clay Myers and Archie E. 
Woodliff Jr., Portland, Ore., and John 
W. McCaw Jr., Kansas City. 

Thomas W. Barwick, staff assistant 
at Philadelphia, has been appointed 
assistant manager of the Seattle brok- 
erage agency. 


Prudential 
John E. Singer, training consultant 
at Pittsburgh since 1957 has been 
appointed district manager at Beaver 
Falls, Pa. He joined Prudential in 1947 
and was named manager in 1952. 


Franklin Life 
Edgar C. Phifer Jr. has been named 
district manager at Charlotte, N.C. 
Mr. Phifer entered the business in 


1952 and since 1953 has been operating 
his own general agency in Charlotte. 

George O. Panzer, Fremont, Neb., 
area manager of Franklin Life, has 
been promoted to regional manager at 
Sioux City, Ia. Mr. Panzer joined the 
company in 1958. 


Monarch Life 


Donald S. Cook, general agent at 
Philadelphia, has been promoted to 
regional manager for the middle At- 
lantic states, where seven agencies 
have been opened by the following 
newly appointed general agents: James 
A. Cahill Jr., Olney, Pa.; Theodore B. 
Common, Reading; John R. DeRemer, 
Allentown; Richard E. Oswald, Ches- 
ter; Frederick W. Samuels Jr., Wilkes- 
Barre; Calvin W. Schaeffer Jr., Upper 
Darby, Pa., and Melvin B. Wright, Rich- 
mond. 

Mr. Cook joined Monarch at Trenton 
in 1947 and has also been general 
agent at Syracuse. Mr. Cahill has been 
supervisor at Philadelphia, where Mr. 
Common has been an agent since 1957. 
Mr. DeRemer, also from the Philadel- 
phia agency, has been with Monarch 
since 1956. 

Mr. Oswald, formerly at Rochester, 
N.Y., tranferred to the home office 
last year. Mr. Samuels, who started 
with Monarch in 1953, has been an 
agent at Scranton. Mr. Schaeffer has 
been supervisor at Pittsburgh, and Mr. 
Wright has been supervisor at Atlanta 
and before that was an agent at 
Roanoke. 


Northwestern Mutual 


Arthur S. Patterson has been ap- 
pointed agency supervisor of the Guy 
general agency of New York City. Mr. 
Patterson had been with New England 
Life for almost nine years prior 
to his present appointment. For five 
consecutive years, he has earned the 


National Quality Award. He is the son 
of Lloyd Patterson, retired general 
agent of Massachusetts Mutual. 


Crown Life 

Ellie M. Goldstein has been ap- 
pointed managing agent for western 
Massachusetts and John W. Powers 
has been named to a like post for the 
eastern half of the state. 

Mr. Goldstein has been general 
agent for the company for Connecticut 
and Rhode Island since 1956, with 
headquarters at Hartford. His new 
territory will be serviced from there 
until a new office planned for Spring- 
field, Mass., is ready for occupancy. 
Accounting for some $20 million of 
business in force while with Crown 
Life, Mr. Goldstein has been in the life 
insurance business since 1946. 

Mr. Powers, who will headquarter in 
a new office at Boston, has been in the 
life insurance business for seven years. 


Pacific Mutual Life 

Charles V. Brockett has been ap- 
pointed manager of the company’s Los 
Angeles-Wilshire agency, in Los An- 
geles. He has had more than eight 
years of successful experience in life 
sales and management in the mid- 
west. 


Paul Revere-Mass. Protective 

Douglas M. Hudson, supervisor at 
Omaha since 1958, has been appointed 
regional training supervisor for the 
central sales region. His headquarters 
will remain in Omaha. 


General American 
Ivan A. Dale has been advanced to 
general agent in the Neosho, Mo., area. 
Before joining General American, he 
was with the National Reserve Life. 


Kansas City Life 
Thomas E. Edwards has been named 
general agent for the Detroit area. His 
agency will have its offices at 410 
Mildred Street, Dearborn. 





OWN YOUR OWN AGENCY 





CRAMPED? 


Fe ale aS meee. 









Founded in 1878 


¥%& Group insurance! 
% Pension plan! 


Detroit 2, Michigan. 


ACCABEES — «@ Life Insurance Sociely 


Detroit 2, Michigan 


Home Office 


~\ Do you feel like you want to move up — are you cramped 
1 in your present position? Would you like the opportunity 
to “stretch out” into an agency of your own? 


We have just what you’re looking for .. . 

% Top agency building contract! 

¥% Liberal contract for your agents! 

% Acomplete Rate Book to meet every situation! 
% Agent’s Home Office training! 

% Selling aids designed to make sales! 

% Effective free direct mail program! 


If you’re looking for an opportunity to move ahead with an 
agency of your own, then join an organization that’s moving 
ahead — go with The Maccabees. 


We still have some choice territories (including a few 
major cities) open for development in the United States 
and Canada. For further information, contact The Mac- 
cabees, a Life Insurance Society, 5057 Woodward Avenue, 
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Mutual Of New York 


Roger Bourland, former manager at 
New York, has been named manager of 
the newly openg 
agency at Green. 
ville, S. C., effec. 
tive June 1, ang 
Ralph Alpert, as. 
sistant manager x 
Boston, succeeds 
Mr. Bourland 3 
New York. 

Mr. Bourlang 
joined Mutual jp 
1936 and was dj. 
rector of sales pro. 
motion in 194 
when he became 
editor of Rough Notes. He later was 
named director of ordinary agencies 
of Liberty Life and rejoined Mutual 
in 1956. Mr. Alpert entered the life 
business with Metropolitan Life jp 





Roger Bourland 





W. C. Andrews Jr. 


Ralph Alpert 


1937 and became chief of the under- 
writing division of National Service 
Life after 1946. He joined Mutual as 
an agent in 1953. 

W. Capers Andrews Jr., former as- 
sistant manager at Atlanta and Bir- 
mingham, is appointed manager at 
Savannah to succeed Walter W. Ful- 
mer, who has resigned. Mr. Andrews, 
who joined Mutual at Atlanta in 1946, 
has been taking managerial training 
at the home office for the past year. 


Massachusetts Mutual 


John K. Scott becomes district man- 
ager in Skokie for the John W. Law- 
rence general agency of Chicago. Mr. 
Scott joined the Lawrence agency in 
1957 with three years of experience in 
the life business. 

Walter Kullman has been appointed 
supervisor in charge of brokerage and 
the new business department of the 
Steinberg agency at New York, where 
he has been an agent since 1956. 


Occidental Of Cal. 


Roger W. Lusby Jr. has been named 
assistant brokerage manager for the 
Washington D. C., branch. He joins 
Occidental after representing Penn 
Mutual in the Washington area. 


Bankers Life Of la. 


Dwain R. Horn and Milton W. Roaf 
have been named group representa- 
tives at Atlanta and Houston, respec- 


tively. 
Mr. Horn joined Bankers Life at the 


home office in May, 1952. For the past 


eee 


MANAGEMENT 
» CONSULTANTS 




















O’TOOLE ASSOCIATES 
Management Consultants 


To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 
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May 23. 1959 
for Europe, with headquarters at 


two years he has been pension under- 
Frankfurt-Main, Germany. 


writer. 

Mr. Roaf joins the company after 
more than 10 years experience in 
group sales work. 

Karl V. McDade has been named 
assistant agency manager of the Port- 
jand agency. He has been agency 
supervisor there since joining the 
company in October, 1958. He was 
formerly with National Life of Ver- 
mont in Portland. 


Life Of Virginia 
Peter P. Palisi, associate district 
manager at New Orleans since 1953, 
has been appointed manager, and Ray 
4, Lorio, who joined Life of Virginia 
there in 1953, succeeds Mr. Palisi. 


Continental American 


Yale Goldman has been named gen- 
eral agent at Boston. He has been unit 
manager of Penn Mutual there for the 
past 11 years. 


John Hancock 


A. Edward Kirchner has retired as 
co-general agent at Reading, Pa., with 
John R. Wink, who becomes sole gen- 
eral agent. Mr. Kirchner will continue 
in personal production. 


MAINE FIDELITY LIFE has ap- 
pointed Fred J. DeLozier as regional 
manager of the southern territory. He 
has been in the life business for 30 
years. 


Conventions 


Monumental Life 


James C. Burkett Jr. has been ap- 
pointed general agent at Washington, 





DC. 
: H nes May 24-26, Western round table of Life Ad- 
United Life & Accident vertisers Assn., Ambassador Hotel, Los 
Angeles. 


Michael Manus, former member of 
the underwriting department, has been 
appointed home office field supervisor 


May 25-26, Assn. of Life Insurance Counsel, 
annual, Greenbrier, White Sulphur Springs, 
W. Va. 

June 3, Fraternal Actuarial Assn., spring 
meeting, Atlanta Biltmore, Atlanta. 

Tune 4, Maryland Life Underwriters Assn., 
annual, Indian Spring Country Club, Silver 
Spring. 

June 4-5, Society of Actuaries, regional, Atlan- 
ta Biltmore Hotel, Atlanta. 

June 8-12, NAIC, annual, Statler Hotel, Boston. 
June 10-13, Florida Life Underwriters Assn., 
annual, Robert Meyer Hotel, Jacksonville. 
June 11-12, Society of Actuaries, western meet- 
ing, Fairmont and Mark Hopkins Hotels, 

San Francisco. 

June 11-13, ALC medical section, The Home- 
stead, Hot Springs, Va. 

June 14-17, International Assn. of A&H Under- 
writers, annual, French  Lick-Sheraton, 
French Lick, Ind. 


June 15-26, ALC life officers investment sem- 
inar, Beloit College, Beloit, Wis. 

June 18-20, Life Insurers Conference, annual, 
, Greenbrier, White Sulphur Springs, W. Va. 

June 19-20, Alabama Life Underwriters Assn., 
annual, Houston Hotel, Dothan. 

June 21-25, Million Dollar Round Table, annual, 
Americana Hotel, Miami Beach. 

June 28-July 1, Consumer Credit Insurance 
Assn., Desert Inn, Las Vegas. 

June 30-July 2, International Assn. of In- 
surance Counsel, annual, Banff Springs Ho- 
tel, Banff, Alberta, Canada. 

July 23-25, National Assn. of Life Cormnpanies, 
Inc., annual, Castle in the Clouds, Chatta- 
nooga. 

Aug. 31-Sept. 2, International Federation of 
Commercial Travelers Insurance Organiza- 








YEARS 





SUN LIFE HAS OPENED 
TWENTY-FOUR 
NEW BRANCH TERRITORIES 
IN NORTH AMERICA 


tions, annual, Broadmoor Hotel, Colorado 
Springs. 
Sept. 1-4, National Insurance Assn., annual, 


Sherman Hotel, Chicago. 

Sept. 11-12, Southwest Management Confer- 
ence, Statler Hotel, Dallas. 

Sept. 20-23, National Fraternal Congress of 
aaa annual Sheraton Hotel, Philadel- 
phia. 

Sept. 20-25, National Assn. of Life Underwrit- 
ers, annual, Bellevue-Stratford Hotel, Phila- 
delphia. 

Sept. 21, Fraternal Actuarial Assn., annual, 
Sheraton Hotel, Philadelphia. 

Sept. 27-30, International Claim Assn., annual, 
Americana Hotel, Miami Beach. 

Sept. 28-30, Life Office Management Assn., 
annual, Edgewater Beach Hotel, Chicago. 
Oct. 12-13, Conference of Actuaries in Public 

Practice, annual, Drake Hotel, Chicago. 

Oct. 12-16, American Life Convention, annual, 
Edgewater Beach Hotel, Chicago. 
Oct. 26-28, Life Advertisers Assn., 

Drake Hotel, Chicago. 

Oct. 28-30, Institute of Home Office Under- 
writers, annual, Statler Hotel, St. Louis. 
Oct. 29-31, Mid-West Management Conference, 
annual, French Lick Springs Hotel, French 

Lick, Ind. 

Nov. 9-11, Society of Actuaries, annual, 
Greenbrier, White Sulphur Springs, W. Va. 

Nov. 9-13. LIAMA, annual, Queen Elizabeth 
Hotel, Montreal. 

Nov. 16-18, Health Insurance Assn., individual 
insurance forum, Biltmore Hotel, New York. 

Dec. 8, Institute of Life Insurance, annual, 
Waldorf-Astoria Hotel, New York. 

Dec. 9-10, Life Insurance Assn. of America, 
annual, Waldorf-Astoria, New York. 

Dec. 27-30, American Assn. of University 
Teachers Of Insurance, annual, Washington, 
D. C. 


TO SERVE THE 
EXPANDING BUSINESS 
OF ITS REPRESENTATIVES, 

SUN LIFE IS pe 


A PROGRESSIVE COMPANY IN A 
PROGRESSIVE INDUSTRY. 





<> SUN LIFE 
CANADA 


$3 billion paid in policy benefits 






Massachusetts Mutual’s Steinberg 
agency at New York sales for the first 
four months totaled $9,556,806, an 
increase of $5,183,606. 
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Orville M. Thies, Metropolitan Life, Alton, outgoing president of Illinois Assn. 
of Life Underwriters, congratulates his successor, Gerhard C. Krueger, Equita- 
ble Life of Iowa, Chicago. From left are C. F. Stansberry Jr., Northwestern 
Mutual, Joliet, secretary-treasurer; Mr. Thies; Mr. Krueger, and James T. 
Kenny, Metropolitan Life, Springfield, administrative vice-president. (Story on 
Page 2.) 








“One Epidermis 
For Life 


Ever think much about your skin? How it fits so 
nicely. How it stretches and gives. How there's 
always just enough of it—never too much, never 
too little. 


Seems silly, but wouldn't it be a nuisance if we 
had to occasionally trade in our skin because 
we had outgrown it? Or had to replace a section 
that wasn’t tough enough? 

















Luckily, one skin covers us nicely for life. 


Occidental Change-Easy Insurance is like skin. 
It can grow as the insured grows. It will stretch, 
bend, tighten . . . but always just fit. 


.  Epidermis or Change-Easy policy—a_ person 
~mermreneetes, needs only ONE to cover him for life. 
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We pay Lifetime Renewals...they last as long as you do! 
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HeNATIONAL UNDERWRITER. 


Old Age Underwriting Is Discussed 


(CONTINUED FROM PAGE 11) 


of them have anything wrong with 
them; thus very few are in a position 
to misrepresent to the underwriter. 
“The few who could anti-select are so 
small a proportion of the whole that 
their effect on our over-all mortality 
results is likely to remain unimpor- 
a 

Underwriting problems really begin 
only at the early middle ages and in- 
tensify steadily from then on into the 
older ages, he said, and it requires 
real skill to do a proper underwriting 
job at and near the upper issue age 
limit. Mr. Morton utilized charts com- 
piled from his company’s standard or- 
dinary experience in 1954-55, which 
showed that the mortality rates stay 
low at early age until an attained age 
is reached well into the 30s. The mor- 
tality curve first starts climbing seri- 
ously by the late 30s and early 40s. 

As to leading cause of death by age 
within five years of policy issue, he 
said figures from the transactions of 
Society of Actuaries of 1957 indicate 
that accidents are in for first place all 





For You? 


this work of real value. 


entering the group field. 












Is Group Insurance 


North American Reassurance Company is pleased to announce 
publication of “Is Group Insurance for You" —a new study 
by Wendell Milliman, well-known consultant on group 
insurance. If your company is interested in learning 

more about entry into this important field, or needs help in 
deciding whether or not to enlarge your present efforts— 
and if so, in what direction—we believe you will find 


The author discusses the growing importance of group 
insurance, what it is, who writes it and who buys it. This 50 
page study also deals with the marketing, administrative, 
underwriting and costing phases of group business, and 
outlines other important considerations faced by companies 


Complimentary copies of “Is Group 
Insurance for You” are available to 
interested home oflice executives without 
cost or obligation. Simply attach your 
personal or business card to this 

advertisement and mail today to... 


on a NORTH AMERICAN 
Lf” Vy REASSURANCE COMPANY 
2 > 161 East 42nd Street, New York 17, New York 
& z MUrray Hill 7-1870 
< ° ° 
Yo aes Reinsurance Exclusively 
ce) 
ance 2 LIFE ¢ ACCIDENT & SICKNESS e¢ GROUP 
NU 


through the 20s and in the early 30s. 
Heart disease and cancer are impor- 
tant throughout the 30s—but only rel- 
atively—for percentages recorded are 
of a very low total death rate. Cardio- 
vascular disease has taken over as 
the leading cause of death by the late 
30s and stays in undisputed first 
place from them on, he declared. 

He added that, of course, the early 
beginnings of cardiovascular disease 
exist in many applicants applying 
in their 30s and later, and that is 
why cardiovascular disease is the 
number one _ underwriting problem. 
“This is the chief reason why all com- 
panies start hedging by reducing max- 
imum non-medical limits before the 
late 30s and stop underwriting on a 
non-medical basis entirely, usually by 
age 40,” he said. 

Turning to distribution of applica- 
tions by age in his company, Mr. Mor- 
ton said more than 70% of all appli- 
cations received are between ages 16 
and 40. This proportion is probably 
reasonably typical of the sales of any 















other life company, he noted. This is 
a natural grouping, since insurance is 
needed more at this time when people 
are usually heads of families or in the 
process of family formation. By age 
40, Mr. Morton’s company’s sales have 
already tapered off by 73% and in the 
40s themselves the company receives 
only 10% of all applications, he re- 
marked. 

The significance of this to the un- 
derwriter is that would-be buyers 
among people in their 40s are usually 
people who have previously satisifed 
their insurance needs, he said, or are 
people who consider themselves out of 
the market because they feel they have 
already passed the need for insurance, 
since their children are grown or 
their property accumulations and oth- 
er financial arrangements are con- 
sidered adequate to care for them- 
selves and wives. 


Picture Is Different 


Here is where the realistic under- 
writer knows that the applications his 
company may receive from buyers in 
their 40s do not reflect a cross-sec- 
tion of the people in their 40s. The 
picture is nothing like the applications 
received in the 20s and 30s. The buyer 
of 40-plus is much more likely to be 
anti-selecting. In short, the insurable 
interest is weaker, he pointed out. 

At the still higher ages—the 50s and 
60s—his company receives less than 
3% of all applications. Anti-selection 
—or lack of sound insurable interest— 
becomes a major problem, he said, 
and is as big or bigger than the prob- 
lem of correctly evaluating the more 
objective medical findings on exami- 
nations made of these older applicants. 
The medical examination in some 
cases will bare the true reason for 
trying to buy insurance, he said. 

“The applicant’s belief that he has 
a better than average chance of mak- 
ing a quick profit for hs beneficiary is 
sometimes obvious. Sometimes it isn’t 
and may not be discoverable even by 
careful medical examination. But 
where it is not so obvious, the reason 
may still be adverse to the insurance 
company’s best interest for good mor- 
tality results, and the good under- 
writer makes his decision to reject 
only on the absence of satisfactory in- 
surable interest.” 


Life Leaders Of Minn. Elect 

Edward J. Peterson, Northwestern 
Mutual Life, has been elected president 
of Life Insurance Leaders of Minn. 
Other officers include Edmund W. 
Lienke, Connecticut General, vice- 
president, and Lee Snilsberg, Equitable 
Society, secretary-treasurer. 
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This is the Symbol 
of Success to a 
Fast-Growing Group 
General Agents 


Old Republic 


Life Insurance Company 
307 North Michigan Avenue, Chicago 1, Illinois 
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N. E. Conference Hears 
Term, Stocks Talk 


(CONTINUED FROM PAGE 9) 
accumulate $10,000 for his family, y, 
Hutchinson pointed out. 

On the same basis, but using {, 
more realistic annual gain rate of §¢ 
—which is the rate shown by Standay 
& Poor’s Index for the last 40 year 
it would take 39 years to accumulat, 
$10,000. Neither set of figures include 
local or state taxes, brokers’ commis. 
sions or other incidental expenses 

“In practically all of these discy. 
sions,” said Mr. Hutchinson, “we hee 
about the ‘happy wedding’ of tem 
insurance with common stocks, py 
this matter of the time element is 
always left out—and for a very goy 
reason. The time element is neve 
mentioned because when we begir 
thinking in terms of 20 and 25 years q 
more, the impracticality of the ide 
becomes self-evident. 

“It becomes self-evident that the 
plan not only doesn’t meet the require. 
ments of instant availability necessary; 
in life insurance but is for the averag 
man just about impossible of realiza. 
tion. If the man lives, it is just a 
likely as not that at the end of 20 
30 years he will have neither comm 
stock nor life insurance. The premium; 
for his term insurance will have jp. 
creased to such an extent that he wil 
be more than likely to drop it @. 
tirely.”’ 


No Quarrel With Stocks 


Mr. Hutchinson made it clear that 
he had no quarrel whatever with the 
idea that common stocks can be a 
good investment. 

“TI doubt, for example, that there is 
a man in this room who does not 
have at least some stocks,” he said 
“We are in favor, strongly, of thrift 
in all its forms; there isn’t anything 
we so much need today as more thrift 
to bolster our economy. 

“Our position is, and continues to 
be, simply that the first obligation on 
the head of a family in planning his 
thrift program is to make certain, 
before all else, that his life insurance 
is sufficient (1) to provide his family 
with the income it must have if he 
should not live and (2) to provide 
himself with at least a minimum in- 
come if he should live. 

“When our Mr. Average Man has 
done this, then let him consider such 
other forms of investment as seem to 
him to promise most. 

“Let somebody else sell the common 
stocks. Let us sell life insurance. More 
people than ever before have the 


money to buy it. Let’s see that they 
get it! 





: are you 
: ready 
: to join 
: them? 
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illinois Agents Elect Gerhard Krueger 


(CONTINUED FROM PAGE 2) 


sible for that organization’s strength 
pecoming commensurate with the 
city’s size. Only winner on the rebel 
petition was Leonard R. Nelson, Lin- 
coln National, Peoria, who was named 
vice-president for region 4. 

Other officers elected were James tT. 
Kenny, Metropolitan Life, Springfield, 
administrative vice-president, and 
c. F. Stansberry Jr., Northwestern 
Mutual, Joliet, secretary-treasurer. 
Regional vice-presidents are George 
H. Schuermann, Union Central, Chi- 
cago, 1; John R. Gallagher, Metropoli- 
tan Life, Joliet, 2; W. B. Wetzell, 
Northwestern National, Sterling, 3; 
Mr. Nelson in region 4; Donald Kis- 
singer, Massachusetts Mutual, Decatur, 
5; and Fritz P. Dietz, Equitable Soci- 

6. 

PF icipetion of the contest possibly 
spurred the sizable attendance which 
was well over 200—far more than in 
the past few years. The rough-and- 
tumble appeared to be more stimulat- 
ing than schismatic and was appreci- 
ated by many of the members. 


Bill Takes Back Seat 


The election drama relegated into 
the background what was expected to 
be one of the hottest items of business 
—that being the laws and legislation 
committee’s report on the Drach- 
O'Brien bill in the Illinois senate. A 
group credit bill, it has the support of 
Prudential, Continental Assurance and 
Old Republic. It proposes to extend 
group credit coverage limits from the 
present $10,000 to $40,000 and the 
term of indebtedness from 20 years 
to 30 years. The present minimum 
participation would be’ lowered from 
100 to 10. 

Such a bill, the Illinois agents con- 
tend, will wipe out the mortgage life 
market for the individual agent and 
will amount to direct writing by the 
companies. While this insurance is 
termed group, they say companies may 
require individual evidence of insur- 
ability in every case, and must require 
it where less than 75% of eligible 
entrants become insured. 

The bill has been reported out of 
committee and will be taken up by 
the senate this week. The agents re- 
solved to wire their senators protest- 
ing this measure. 


Stocks 


By H. W. Cornelius, Bacon, Whipple & Co., 
























135 S. LaSalle St., Chicago, May 20, 1959 
Bid Asked 
$ $ 
Aetna Life 233 241 
Beneficial Standard .........cc.cceseseee 1342 14% 
Business Men’s Assurance ......... 3934 4112 
Cal.-Western States ....cccccecsecseeee 108 
Commonwealth Life ... 24% 
Connecticut General ........ 372 
Continental Assurance .... 164 
Franklin Life ou... 91 
Great Southern Life 91 
Gulf Life 2434 
Jefferson Standard icc... 8914 
Kansas City Life ........... 1575 
Liberty National Life 47% 
Life & Casualty 000... 2212 
Life of Virginia ......000..0.... 53 
Lincoln National Life .... 219 
National L. & A. coccecsssse. 115% 
North American, Il. .... 17 
Nw. National Life ........ 105 
Ohio State Life ....... 310 
Old Line Life ooo ccccccccccsssssees — 
Republic National Life 15 Ya 
Southland Life ................ 110 
Southwestern Life occcccccsssssssssssse 161 
Travelers 88 
United, Ill. 38% 
U.S. Life 45% 
Yashington National 0.0.0 66 
lsconsin National Life 53 


In another resolution, a recom- 
mendation was made to the board to 
consider moving association head- 
quarters from Peoria to Springfield. 
Since the association’s principal raison 
d’etre is legislative, it was felt that its 
work would be facilitated if offices 
were located in the state capital. 

The resignation of Mrs. Lorene W. 
Crawford as _ executive-director was 
announced. She has held that post for 
five years. 

Marvin A. Kobel, public relations 
director of NALU, discussed, naturally, 
public relations, and described the 
benefits an association could derive 





Myers Succeeds Josephs 
As N. Y. Life Chairman 


(CONTINUED FROM PAGE 1) 
joined the company in 1921 in Little 
Rock, serving as office manager at 
Jackson, Miss., assistant manager at 
Little Rock, manager at Butte, Mont., 
and Seattle, regional supervisor at 
Pittsburgh, inspector of agencies of the 
department, and in 1941 going to 
the home office as superintendent of 
agencies. After serving as assistant 





Dudley Dowell R. K. Paynter Jr. 


vice-president and vice-president, he 
was given charge of agency affairs in 
1945. He is a member of the executive 
board of the Greater New York Coun- 
cils of Boy Scouts of America. 

Mr. Paynter has been in charge of 
investment operations since 1949, after 
having served as assistant vice-presi- 
dent, treasurer, and vice-president. He 
is a director of a number of corpora- 
tions. 

Like Mr. Josephs and Mr. Myers, Mr. 
Dowell and Mr. Paynter are directors 
of New York Life. 


Listed In Error 


First Pyramid Life, Little Rock, Ark., 
was by inadvertence improperly in- 
cluded in the list of companies follow- 
ing the article in column 1, page 5 of 
the May 2 edition of THE NaTIONAL UN- 
DERWRITER. This is the article by Lever- 
ing Cartwright, of the Chicago invest- 
ment firm of Cartwright, Valleau & Co. 
This article noted the large number of 
post war insurance companies whose 
stock is now being traded in the sec- 
ondary securities market. 

First Pyramid Life was organized in 
August, 1925, and was erroneously in- 
cluded in this list. Mr. Cartwright said 
he prepared the list originally for his 
own office use. He included in it not 
only post war companies but a number 
of the older ones that don’t commonly 
come to his attention in the course of 
trading. When he converted this into 
an article for THE NATIONAL UNDER- 
WRITER he aimed to eliminate the lat- 
ler category. However, he neglected to 
cross out First Pyramid Life. This com- 
pany has never paid commission on 
stock sales. 





from a sound program. 

The business meeting was preceded 
by the customary Illinois Leaders 
Round Table luncheon. The speaker, 
Earl C. Jordan, general agent at Chi- 
cago of Massachusetts Mutual, offered 
his listeners some of the profitable 
ideas he culled from his successful 
agents. 


Where Money Won’t Shrink 


The smart fellow, he advised, puts 
his money in life insurance where it 
won’t shrink. This would happen other- 
wise under Mr. Jordan’s axiom that 
every inflationary period must be fol- 
lowed by a deflationary period. 

As an answer to those inclined to 
nibble at the buy-term-and-invest-the 
difference bait of mutual funds sales- 
men, he asked: “Why should you take 
a 5% risk for a 3% return?” This, he 
hypothesized, is what it amounts to 
after taxes. “Why buy stocks at an all 
time high when you can buy money 
at an all time low?” he asked in 
another query-type rebuttal. 

Plaques were presented to Mr. Jor- 
dan and to John R. Gallagher, Metro- 
politan Life, Joliet, for outstanding 
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Speakers, Panels Listed 
For Md. Agents Meeting 


Maryland Life Underwriters Assn. 
annual meeting at the Indian Spring 
Country Club at Silver Spring, June 
4, will lead off with a welcome address 
by Howard Kacy, president of Acacia 
Mutual. He will be followed by John 
E. North, regional director of agencies 
of Prudential at Baltimore, and Francis 
H. Evatt, American National manager 
at Greensboro, N.C. Final speaker of 
the morning will be William S. Hend- 
ley Jr., vice-president of NALU. 

Luncheon speaker will be Robert 
Gray, secretary of President Eisen- 
hower’s cabinet. 

The afternoon session will be turned 
over to panels moderated by Robert 
A. Scheidt, Metropolitan Life; R. C. 
O’Conner, Lincoln National Life; Mer- 
ritt A. Birch, Mutual Benefit Life, and 
Emanuel and Sigmund Hyman, estate 
analysts of E. A. & D. G. Hyman Or- 
ganization, all of Baltimore. 





efforts in obtaining membership for 
the round table. 





G.LB.* 


or occupation. 


age — payable to age 40. 


Option Amount. 


our head office. 


INSURANCE 












. on his way up! 


“For the young man’: 


*~ GUARANTEED 
INSURABILITY 


BENEFIT 


... guarantees the right to buy up to $15,000 additional insurance at 
each of the following ages — 25, 28, 31, 34, 37 and 40. 


... guarantees insurance at standard rates regardless of future health 


... Original evidence of health is all that is required. 
...annual costs are low — 50¢ to $1.80 per thousand, depending on 


G.I. B. is available from ages 0-37 and may be attached 
at issue to any level premium life or endowment plan of 
$5,000 or more. The Option Amount at each option date is 
set at an amount equal to the basic policy, or $15,000, which- 
ever is less. An option can be exercised for less than the full 


YOURS FOR THE ASKING — a pocket-size sales brochure outlining 
G.1.B. and containing handy proposal forms. Just contact your 
nearest Manufacturers Life brokerage manager or write direct to 


#Available on limited basis in New Jersey 
BRANCHES IN THE FOLLOWING CITIES: Baltimore ¢ Boise * Chicago ¢ Cincinnati e Cleveland 
Columbus « Denver ¢ Detroit ¢ Flint ¢ Hartford ¢ Honolulu e« Lansing © Los Angeles 


Miami e Minneapolis « Newark e Oklahoma City ¢ Philadelphia ¢ Pittsburgh e Portland 
Richmond e Saginaw e San Diego e San Francisco ¢ Seattle * Spokane ¢ Washington, D.C. 


THE 


MANUFACTURERS 
LIFE COMPANY 


6 Head Office (Established 1887) Toronto, Canada 
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MDRT Survey Favors Broader PR Program 


(CONTINUED FROM PAGE 1) 


eral agents to run advertisements in 
the insurance and daily newspapers, 
in an MDRT-approved format, an- 
nouncing their MDRT qualifiers, but 
not permit members to run such ad- 
vertising on their own. (65%) 

Would Limit Eligibility 

11. Limit eligibility to applicants 
with a specified experience require- 
ment, for example three years, in the 
life insurance business. (55%) 

12. Limit credit on group life insur- 
ance. (76%) 

13. Impose stricier rules for persis- 
tency of business. (68% ) 

Asked how they would feel about 
giving of their personal time in behalf 
of MDRT-sponsored activities out- 
lined in points 2-6 inclusive above, 
25% said they would be “very inter- 
ested” and another 68% said they 
“would if requested.” Only 17% said 
“not available.” 

Questionnaire respondents indicated 
they attend MDRT meetings mainly to 
learn new technical information, learn 
new sales techniques, discuss and solve 
problems with others operating simil- 
arly, hear MDRT member speakers, 
and participate in “bull” sessions. 

Asked what kind of presentations 
they preferred at annual meetings, the 
votes were for the following, in order 
of preference: room-hopping, panel 


discussions, lectures-plus-“buzz” ses- 
sions, workshops, and straight lectures. 

In spite of the growing attendance 
at annual meetings, 47% of the re- 
spondents were for holding a single 
national meeting, as now. Next, with 
37% of the votes, was holding one 
western and one eastern meeting a 
year. Only 16% wanted to hold a 
national meeting plus one eastern and 
one western meeting a year. 

While 85% of the respondents fav- 
ored an expanded public relations pro- 
gram sponsored by MDRT and 86% 
would favor financing it with grants 
from life companies, only 39% would 
care to see the Round Table solicit its 
members for the necessary money, if 
that were the only way to carry on 
the program. In fact, a slight majority, 
51%, was against it. Financing by an 
increase of as much as $10 in the 
annual dues was approved by 55%, but 
only 52% were for the Round Table 
using its own funds without any speci- 
fic provision for a dues increase. 

As to specifically what activities 
should be sponsored and how the 
available money would be allocated, 
72% of the respondents were quite 
willing to leave that to the executive 
committee or whoever the committee 
might appoint. 

There was a question as to whether 
regular undergraduate scholarships 
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Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jacksen Blvd. Individuals placing ads are requested te make payment in advance. 
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INDUSTRIAL ACTUARY 


Are you familiar with the specifics of INDUSTRIAL coverage? Are you a 
Fellow or near-Fellow who is seeking greater opportunity? If you are, there is a good 
chance you're the man we are looking for. 

We need help in handling our half billion of INDUSTRIAL business. Your work 
would concern rates, policy forms, valuations, Annual Statement figures, experience 
studies and the commission contract. If you lack experience in one or more of these 
fields, don't let it keep you from answering this ad. 

Your starting salary would be attractive and would go up rapidly if you can 
prove your worth. If you have the ability, one year can bring you to the top level 
in our organization located in the Middle West. Replies are confidential so please 
give us full facts about yourself and your qualifications. Write to Box G-31!, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








GENERAL AGENCY 


A progressive insurance organization now 
entering Michigan makes available a top 
building Agency contract to men of proven 
sales ability between ages 30-50. A com- 
plete low cost portfolio of Life and A & S 
Insurance Plans to fit the needs of every 
prospect. Furnish complete information and 
photo in first reply which will be treated 
confidentially. Write to Box G-25, c/o The 
National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








WANTED 


Experienced Ordinary Producers in a number of 
Southern States, with ability to hire and train 
agents. Should have a good working knowledge 
of Estate Planning. We supply contacts. One of 
our supervisors wrote 27 applications for $669,- 
682.00 during the month of April through three 
contacts we supplied. Excellent opportunity for 
high earnings and promotion. All replies held 
strictly confidentiel. Write Box G-36, c/o The 
National Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, If. 











AGENCY DIRECTOR 


Investor's Life of lowa (to be located in 
Cedar Rapids, lowa) wants a young (45) 
aggressive man for Agency Director. Sal- 
ary open. Stock options available. Call or 
write, giving full particulars, to Mr. Jensen, 
542 Insurance Exchange Bldg., Des Moines, 
lowa. Ph. CHerry 3-0159. 








ACCOUNTANT 
Excellent opening and future for responsible man 
22 to 35 experienced in Life and/or Casualty 
Accounting with accredited courses in account- 
ing. Good paying position Midwest multiple line 
company. Write Box G-47, c/o The National Un- 
derwriter Co., 175 W. Jackson Blvd., Chicago 4, 
lll, stating qualifications and personal résumé. 





should be offered by the Round Table. 
Favorable responses constituted a 
strong plurality—46%—with 31% dis- 
approvals and 23% “no opinion.” 

There was a clear majority, 55%, 
against requiring two years of qualifi- 
cation as a Round Table member be- 
fore being allowed to attend an annual 
meeting. Only 35% were for this 
change. 

Members were asked their feelings 
about keeping present membership re- 
quirements. Slightly less than a major- 
ity—48 %—favored keeping them; 31% 
were against keeping them and 21% 
offered no opinion. 

The final question was, “Should 
MDRT annualize premiums, and there- 
by allow MDRT credits only in propor- 
tion to first-year premiums paid dur- 
ing the qualification period?” Forty- 
five percent of the respondents were 
against this; 32% were in favor of it, 
and 23% voiced no opinion. 


Sent To All Members 


The questionnaire went to all 2,987 
members of the 1958 Round Table. A 
total of 1,701 members responded but 
39 questionnaires were not suitable 
for tabulation, so the final analysis 
covered 1,662 responses. 

Qualifying members—first-time or 
repeating—who sent in questionnaires 
comprised 39% of the respondents and 
47% of the 1958 members in those 
categories. Life members who replied 
constituted 15% of the respondents 
and 62% of the total 1958 life mem- 
bers. Qualifying and life repliers— 
repeating or _ first-time—comprised 
46% of the respondents and 64% of 
the total 1958 membership in those 
categories. Sixty-one percent of all the 
repliers were life or qualifying-and- 
life members. A total of 56% of the 
1958 membership sent in their ques- 
tionnaires. 

Of the total respondents, 66% had 
attended at least one annual meeting 
of MDRT; 40% had attended one to 
three meetings inclusive; 13% had 
attended four to six inclusive; 6% had 
attended seven to nine inclusive, and 
7% had attended 10 or more annual 
meetings. 


Analyzed By MDRT Categories 


Responses were analyzed according 
to MDRT classifications, consolidated 
as indicated above into three groups, 
and also according to attendance at 
annual meetings. Analysis by posi- 
tions held in the business—agent, 
general agent, district manager, 
broker, independent, and home office-— 
showed too little variation to be con- 
sidered significant. 

Mr. Smith stated that the executive, 
insignia, public relations, and by-laws 
committees are still studying the sur- 
vey results with a view to seeing how 
best to carry out the expressed wishes 
of the members. It is anticipated that 
specific recommendations will be made 
to members at the 1959 annual meet- 
ings, to be held at the Americana 
Hotel, Bal Harbour, Fla., June 21-25. 


United Life & Accident’s sales for 
the first quarter totaled $24,484,298, a 
gain of 62%. Life in force on March 31 
was $368,369,925. 


Indianapolis Life has been licensed 
in Tennessee. 








AGENCY EXECUTIVE 
HOME OFFICE 
Aggressive young Company has opening for ex- 
perienced Life Agency man—agency level—sal- 
ary—bonus—stock options. Write Box G-48, c/o 
The National Underwriter Co., 175 W. Jackson 








AVAILABLE SOON 


Agency Vice-President or Western Regional 
Vice-President. Highly recommended; excel- 
lent record in agency building and organ- 
ization. Reply Box G-52, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 





Bivd., Chicago 4, Ill. 





Chicago 4, Ill. 
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N. Y. Agents Hear 
Self-Policing Need 


(CONTINUED FROM PAGE 4) 


with professional men. Mr. Montag; 


pointed out that the early files 


association are replete with Previoys 


term advocates, but they, he 


were doing a selling job more than 


replacement job. The new look 


to destroy permanent life insurance jp 
force as a means of getting money t) 
pay for the new life insurance pr. 


gram and some spare cash for 


investments, Mr. Montani warned, 


No Losses In Coverage Change 


One proposal read as follows: 
“The idea is to attain new 
ance before dropping the old. 


195] Ma 


Of the 


equi 


insur. 
There 


are always new and better policie rem 


being developed and put on the ma. 
ket. You would no more want an oj 
type of protection that someone may 


to t 
stoc 
T 


have carelessly sold you years ag} that 


than you would wish to travel py 
stagecoach in our jet age. There ay 
no losses in making a change to ney 


protection.” 


Another read: “Dear Doctor: I haye 
arranged for you to take a physica 
next Tuesday at 9:30 a.m. Pleay 


when you get your program, 
leave it at the disposal of other 
ance men to hash over. It will 


have the blessings of an_ insurance 


agent because they have been 
washed with cash values.” 


Still another proposal quoted by 


Mr. Montani was one written 


presence of the prospect on investment 
“(1) Sell Du 
Pont. (2) Purchase mutual fund plan 
S-3. (3) Put life insurance on paid-up 


company stationery: 


basis. (4) Buy $30,000 new.” 


Mr. Montani said that the associa 
tion continues to be interested in see- 


ing proposals of this sort, and he 


the delegates to keep sending them to 


Spencer L. McCarty, the state 


ciation’s managing director in Albany. 
Donald E. Shopiro, Canada Life, Syr- 
acuse, said that the Syracuse associa- 


tion’s change in by-laws, whic 
cludes agents who sell mutual 


and general agents and managers who 


in the future knowingly accept 
ness from agents selling fund 
aroused some interest among 
associations. 


Other Groups Request Copies 


Mr. Shopiro, who is also a regional 
vice-president, said that he could not 
tell whether or not the Syracuse ac- 
tion would start a trend, but he did 
add that other groups have written 
in asking for copies of the by-law 


change. 


He also mentioned that Syracuse 
had felt little if any repercussions 4s 


a result of the move. Of the 
agents who are known by the 


association’s directors to be selling 
mutual funds, two have already agreed 


to wind up their mutual fund 


ness. The third, Mr. Shopiro said, has 


not as yet committed himself. 


Frederic W. Ecker, president of Met- 
ropolitan Life, was the speaker at the 


luncheon in the Hotel Astor’s 


ballroom, which included members of 


the New York City association. 


Equitable Of Ia. Holds Regional 
East coast members of the produ: 

tion clubs of Equitable of Iowa recent- 

ly concluded a three-day regional con- 


vention at Virginia Beach, Va. 


This was the second of three region- 
being conducted _ this 
spring by the company. In April 
western agents met in Los Angeles, 
and in July, agents from central states 


al meetings 


will meet at Mackinac Island. 
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Senate OKs Finance 
Committee Tax Bill 


(CONTINUED FROM PAGE 1) 
nave been effective had no action been 
taken by Congress this year. 

The bill was discussed for two hours 
yn the Senate floor but there was no 
controversy. Sen. Javits of New York 
pointed out that taxes on life insur- 
ance are taxes on policyholders thrift 
put said he would vote for the bill be- 
cause of the careful consideration 
Congress had given it. 

In a 132-page report released ear- 
lier, the Senate finance committee 
sketched the operation of the three- 
phase incidence of the tax. The first 
ison a portion of investment income, 
the second is on one-half of under- 
writing income and the third is on the 
remaining half of underwriting income 
to the extent that it is distributed to 
stockholders or other conditions exist. 

The phase 3 tax applies only if more 
than the income taxed under phases 1 
and 2 remaining after tax is distribu- 
ted to stockholders. The bill does not 
apply the phase 3 tax to any 1958 in- 
come, however, and it is made only 
one-third effective for 1959 and two- 
thirds effective for 1960. 


Notes Important Difference 


The report also points out as an im- 
portant difference between the Senate 
and House version the use of the five- 
year moving average in the Senate 
pill, and the elimination of industry- 
wide averages. The report has this to 
say about the manner of determining 
the portion of the investment income 
which is taxable to the life company. 

“The house bill determines this by 
subtracting from net investment in- 
come an amount determined to be 
needed to meet policyholder, etc., re- 
quirements” says the report. “Your 
committee’s bill, on the other hand, de- 
trmines the proportion of income 
needed for policyholder requirements 
and then divides all items of income, 
including tax-exempt income and in- 
tercorporate dividends received, be- 
tween the policyholder and life insur- 
ance company in this ratio. 

“Thus, only the life insurance com- 
pany’s share of each of these items is 
taken into account. In addition, the 
bill provides that if it is established in 
any case that the application of the 
definition of taxable investment in- 
come results in the imposition of tax 
on any tax-exempt income, any part 
of the thirty fifty-seconds of any par- 
tially tax-exempt interest, or any 
part of the 85% dividends-received 
deduction adjustment is to be made to 
the extent necessary to prevent such 
imposition of tax.” 


N. Y. Life Files Case 


Against Newton Agents 

(CONTINUED FROM PAGE 1) 

in or have a knowledge of the alleged 
fraudulent acts or omissions of third- 
party defendants set forth in plaintiffs’ 
complaint, if there were any such, and 
at no time were either of the third- 
party defendants authorized to or did 
they act as agents of New York Life as 
to any such acts or omissions.” 


Calls Acts ‘Individual’ 


The complaint continues: “New York 
Life denies any liability to plaintiffs, 
but if plaintiffs suffered any loss or 
damage as averred in such complaint 
for which New York Life may be held 
sponsible, such loss or damage re- 
uulted solely from the individual acts 
f omissions of one or both the third- 
tarty defendants and not from any act 
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or omission of New York Life. 

“Wherefore, defendant and _third- 
party plaintiff New York Life Ins. Co. 
demands judgment against third-party 
defendants Wayne W. Wentner and 
Lloyd Steadman and each of them for 
any and all sums that may be adjudged 
against it in favor of plaintiffs Albert 
H. Newton and Genevieve Newton or 
either of them in said action, for all 
other loss or damage which has been 
or may be incurred by it on account 
of plaintiffs’ claim and for its costs of 
losses of $199,510, mental anguish and 
suit therein.” 

The suit is for general damages and 
distress damages of $20,000 and puni- 
tive damages of $199,510. 


NAIC Hourly Schedule 
For Annual Is Given 


(CONTINUED FROM PAGE 2) 
and “Guaranteed Renewable” Insurance Sub- 
committee, Gerber, Illinois. 

2-3 p.m.: Minimum Group Life Insurance 
Rates Subcommittee, Smith, Pennsylvania. 

3-4 p.m.: Operations of Executive _Secre- 
tary’s Office Subcommittee, Parker, Virginia. 

3-4 p.m.: Blue Cross-Blue Shield Regulations 
Subcommittee, Thacher, New York. 

4-5 p.m.: Commercial Pension Funds and 
Trusteed Welfare Funds Subcommittee, Tha- 
cher, New York. 

4-5 p.m.: Variable Annuities and Pension 
Plan Funding Subcommittee, Gerber, Illinois. 

Tuesday, June 9 


9-10:15 a.m.: Valuation of Securities Commit- 
tee, Sullivan, Washington—Valuation of Secur- 
ities subcommittee report. 

10:30-12 a.m.: First plenary session, Hammel, 
Nevada, president, presiding. 

1-5 p.m.: Publication of reports. 

Wednesday, June 10 


9-10:15 a.m.: Blanks Committee, McConnell, 
California—Blanks Committee report; welfare 
and pension funds blanks subcommittee re- 
port; life and accident & health blank sub- 
committee report. 

10:30-12 p.m.: Life Insurance Committee, 
Leggett, Missouri—Group life subcommittee 
report; commercial pension funds and trusteed 
welfare funds subcommittee report; variable 
annuities and pension plan funding subcom- 
mittee report; use and application of minimum 
group life insurance rates under existing state 
law subcommittee report; anti-twisting laws 
and problems subcommittee report; status re- 
port on new mortality tables legislation. 

1-2:15 p.m.: Accident and Health Committee, 
Knowlton, New Hampshire—Regulation of ad- 
vertising subcommittee report; definition of 
“Non-cancellable” and “Guaranteed renew- 
able” subcommittee report. : . 

1-2:15 p.m.: Examinations Committee, Sulli- 
van, Washington—Examinations practice and 
procedure manual revisions and committee 
report. 

2:30-3:45 p.m.: Laws and Legislation Com- 
mittee, Gerber, Illinois—Organization, owner- 
ship and certification of insurance companies 
subcommittee report; state laws necessary and 
essential to state regulation subcommittee 
report; principle of extra-territoriality of state 
laws subcommittee report. 

2:30-3:45 p.m.: Non-Profit Hospital and Med- 
ical Service Associations Committee, Smith, 
Pennsylvania—Problem of reimbursement 
formula between hospitals and service associa- 
tions subcommittee report; greater standard- 
ization of Blue Cross and Blue Shield re- 
gulation subcommittee report. 

4-5:15 p.m.: Insurance Covering Installment 
Sales and Loans Committee, Larson, Florida— 
Insurance problems in connection with install- 
ment sales and loans subcommittee report; 
credit life and credit A&H model bill legisla- 
tion subcommittee report. 

Thursday, June 11 

9-11 a.m.: Executive Committee, Parker, 
Virginia—Executive committee report; pro- 
posed amendment to NAIC constitution; fu- 
ture sites for NAIC meetings subcommittee 
report; operations of the executive secretary’s 
office subcommittee report; membership sub- 
committee report, blanks committee report; 
preservation of state regulation committee 
report, executive secretary’s report; selection 
of executive secretary. 

11-12 a.m.: NAIC Zone meetings. 

1:30-5 p.m.: Preservation of State Regulation 
Committee, Knowlton, New Hampshire, and 
Federal Liaison Committee, McConnell, Cal- 
ifornia, joint meeting—Reports of previous 
meetings; consideration of questionnaire #2; 
review of status of Senate hearing and com- 
mittee assignments. 

Friday, June 12 

9-10:45 a.m.: Second plenary session, 
mel, Nevada, president, presiding. 

11-12 p.m.: Plenary Executive Session. 


Chicago CLUs To Elect: 


E. J. Moorhead To Speak 

Chicago CLU chapter will hold its 
annual business meeting and election 
May 27 at the Union League Club. 
Ernest J. Moorhead, actuary New 
England Life, will comment on trends 
developing in the life business. Re- 
servations may be made through the 
chapter office at 105 West Madison 
Street. 


Ham- 


NALU Sei To Raise 
$505,000 Building Fund 


(CONTINUED FROM PAGE 1) 
wheelhorse, will direct the campaign 
on a volunteer, gratis basis. He was 
nominated for his post and presented 
to the board of trustees at the special 
session by NALU President Oren D. 
Pritchard. 

Mr. Spence is a former president of 
the Decatur, Ill., Indianapolis, and 
Indiana state life agents’ associa- 
tions and of the Indianapolis General 
Agents & Managers Assn. From 1939 
to 1949, he was national committee- 
man of the Indianapolis association. 

During World War II, Mr. Spence 
was chairman of the Life Underwriters 
Committee for National War Finance. 
He was a member of a four-man 
NALU team that made appearances 
throughout the country to stimulate 
the sale of war bonds on the payroll 
savings plan. 

Mr. Spence was one of the founders 
of the Life Insurance Marketing In- 
stitute at Purdue University. He served 
on the LIAMA board and on commit- 
tees of LUTC. He is active in Millikin 
University Alumni Assn. 

Mr. Spence praised the outstanding 
fund-raising job turned in by the 
original NALU building committee, 
headed by Charles E. Cleeton, general 
agent of Occidental of California at 
Los Angeles. Its solicitation efforts 
were directed primarily by Herbert A. 
Hedges, Equitable of Iowa, Kansas 
City, past president of NALU. 

This committee, Mr. Spence ob- 
served, stimulated the desire of NALU 
members to have a permanent head- 
quarters building of their own and it 
worked tirelessly to raise a large sum 
of money that has been used to acquire 
the handsome, four-story Georgian- 
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style building and the excellent site 
that NALU now owns free and clear. 
President Pritchard told the board 
that he will soon announce appoint- 
ment of a fund-raising committee that 
will cooperate with the board of trust- 
ees and Mr. Spence in shaping and 
implementing campaign policy. 


Texas Bills Affecting 


Insurance Approved 


AUSTIN—Gov. Daniel has already 
approved 13 of the 41 measures affect- 
ing the insurance business that were 
passed during the regular session of 
the legislature. The lawmakers re- 
convened in special session May 18, 
and legislation dealing with the status 
of the department was on the agenda. 

Of the 13 approved measures, nine 
relate principally to spelling out cer- 
tain legal investments for companies 
or to life insurance matters, while four 
involve fire, workmen’s compensation 
and bonds. Most of them have been 
described as routine in effect. 

Gov. Daniel also has before him 28 
other bills that have been passed, with 
16 affecting general company opera- 
tions or life insurance and the remain- 
ing 12 relating to fire and casualty 
lines. 

Two of these measures awaiting 
action are of widespread interest. One 
would eliminate the necessity for an- 
nual license renewals of companies, 
with the board retaining its right to 
order a show-cause hearing to clarify 
any question on the company’s status. 
The other measure would provide that 
agency licenses expire one year from 
the date of issuance instead of all 
expiring on March 31 of each year. If 
approved, both measures would avoid 
the annual rush for relicensing during 
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Alvin Borchardt & Company 
CONSULTING ACTUARIES 
= AND= 
INSURANCE ACCOUNTANTS 
Detroit Atlanta 


Haight, Davis & Haight, Inc. 


Consulting Actuaries 





2801 North Meridian St. 
Indianapolis 8, Ind. 


5002 Dodge St. 
Omcha 32, Neb. 








BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND DALLAS 


E. P. HIGGINS & CO. 
(Frank M. Speakman Associates) 


Consulting Actuaries Bourse Building 
Accountants Phila. 6, Penna. 








COATES, HERFURTH & 


ENGLAND 
CONSULTING ACTUARIES 
San Francisco Denver Los Angeles 


RINTYE,. STRIBLING 
& ASSOCIATES 


Consulting Actuaries—Insurance Accountants 
Pension Consultants 
William-Oliver Bldg. 
JAckson 3-7771 


Atlanta 








CHASE CONOVER 6& CO. 
Consulting Actuaries 
and 
Insurance Accountants 


332 S. Michigan Ave. Chicago 4, Ill 
Telephone WAbash 2-3575 


Ste "oo & G 


Consulting Actuaries 
Management Consultants 
$42 Madison Avenue 
New York 17, N. Y. 








Lenard E. Goodfarb, F.S.A. 
Consulting Actuary 


Market Street National Bank Building 
Philadelphia 3, Pa. Rittenhouse 6-7014 








HARRY S. TRESSEL & ASSOCIATES 


Consulting Actuaries 





10 South La Salle Street 


Chicago 3, Illinois 
FRanklin 2-4020 




















Dust Off Insurance Programs With M-f-L 


The Travelers new More-for-Less plan will help thousand goes down in a continuous sliding scale 
you motivate prospects to bring their life programs as the amount of insurance increases. So he can buy 
in line with their present standard of living—and exactly the amount of insurance he needs and enjoy 
future needs. a maximum discount on every dollar’s worth. 

For the more Travelers life your client buys the For details on The Travelers new life program 
less each dollar’s worth costs him. His cost per call our nearest Branch Office or General Agency. 


ONE OF THE LEADING LIFE INSURANCE COMPANIES 


THE TRAVELERS 


HARTFORD 15, CONNECTICUT 
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